








manu. 
alers in 
G 


. Go 
Chester, 























UI WANDINEE 


—_——_—— 


Good 
several 
ply Box 


interest 
t to be 
n years 
and re- 
Lumber- 


8 agent 
SSissippi 
r seeks 
holesale 
line of 
10ldings, 
volume 
ed and 
ommis- 
Address 














18 onable 
osedale 





housand 
our feel 
Charles 


- RESEARCH - CONSUMER SELLING 








i 








\\e 
\N SMOOTH EDGE 


~ CORNERITE 


TRUSS-WING 
CORNER BEAD 


\ 
\ 
NY 


STRAIGHT LINE SERVICE COUNTS 


Bostwick, having specialized in dealer service for 58 years, 
has geared its operations to direct mail service. Thus, 
your orders and inquiries, uninterrupted by red tape, are 
answered immediately by company executives AT THE 
HOME OFFICE WHICH IS LOCATED AT THE FACTORY. 
You will have close, personal contact with your manufacturer. Better yet, 


the mail is an easy, quick, and accurate way to carry on a dealer business 
with Bostwick. Try it—see for yourself. 


THE BOSTWICK STEEL LATH COMPANY 
100 HEATON AVE. - NILES, OHIO 


THE BOSTWICK STEEL LATH COMPANY 
100 HEATON AVE., NILES, OHIO 


SEND SEND ME SAMPLES 
FO R Name 
SAMPLES 





Company 
Address 
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Angelina, the folks known for their "Sud- ae 
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ANGELINA COUNTY LUMBER COMPANY | 


Keltys, Texas — 


OVER 62 YEARS OF SATISFACTION TO LUMBER BUYERS — 
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NEWS BRIEFS FOR THE BUSY READER 
A DEALER LOOKS AT BUSINESS PROSPECTS FOR 1950* 


by W. A. Barksdale, treasurer, NRLDA 





The prospect for business in this area is just as 
good for the aggressive merchandiser with good 
stocks of materials in his shed as it was in 1948 or 
1949. 

Gross sales were off in a number of city yards, but 
it was not for lack of demand, but it was from in- 
roads of applicators and country yards who, from the 
nature of their business and savings in taxes, make 
them able to sell for a smaller markup, and still 
realize a profit. 

Payrolls are still up, and there is little unemployment of productive 
labor. There is beginning to develop some unemployment of marginal help 
who — earn the minimum wage, and they are being dropped from the 
payrolls, 

Outside of the coal producing area of this section there will be a mini- 
mum of strikes in 1950 as labor is having some setbacks in its demands for 
more pay. 

The speculative builder has changed his activities from the $10,000 
class to the $6500 class, and still finds a fair demand for well-built homes 
) in this field. This type of activity means very little business for the re- 
i — here however as most of it is bought from semi-wholesale yards and 
§ brokers. 

} School and college building along with commercial and private con- 
} struction will still continue to furnish most of the volume for 1950. 

It behooves every dealer to plan and try to recapture that tremendous 
volume of sales he has lost to applicators, and to try and tap that vast 
market for home improvements, roofs, sidewalls, floors, new kitchen wall 
— over cracked plaster and many other items that will build 
volume. 





W. A. Barksdale 


*We believe Mr. Barksdale’s forecast for 1950 represents a point of view that com- 
bines every day experience with optimism and enthusiasm. This attitude among dealers 
generally bids fair to make 1950 one of the best years in the history of our industry.— 
The Editors. 





Federal Reserve Board’s proposal that it guarantee loans of private busi- 
ness as a substitute for direct loans by the RFC is getting little Congres- 

» sional support. There will be efforts to get more and easier loans made 
to small businesses. 





| Incomes are rising at present and spending seems on the increase. Ob- 
servers expect an all-time high of living standards for 1950; due in part 
to the money that’ll be released in veterans insurance refunds. 





The operating rate of industry will rise by some five percent next year 
but will fall short of the ’48 record. The general high level of retail sales, 
however, may well set a new record. 





F arners will have slightly smaller incomes; down by maybe five percent. 
Busi; °ss buying, both operating equipment and inventory, will be on the 
Cauticus side but may, at that show a slight increase. 


(News Continued on Page 10) 
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FHA RACIAL COVENANT 
RULING EXPLAINED 


Amendment outlaws written cove- 
nants; owner can still determine 
who shall rent or buy. 


In an effort to comply with the 
Truman administration program 
on civil rights, FHA recently 
caused confusion in the building 
industry with a news release which 
suggested builders would not be 
able to determine to whom they 
could rent or sell new housing. 

It now appears the ruling is not 
intended to affect such rights. It 
does outlaw legal covenants to re- 
strict who may buy or rent. This 
means that a housing development 
cannot use FHA guaranteed funds 
if buyers of one race are legally 
guaranteed that another race will 
not be permitted to buy or rent in 
the project. 

The following wire from the 
Washington office of FHA clears 
up the confusion that resulted 
from the original news release. 


WIRE FROM FHA 

This is to furnish you with offi- 
cial information on proposed 
amendments to FHA rules, as an- 
nounced in a public statement 
made on Friday, December 2, and 
to enable you to clear up any mis- 
understanding on their essential 
points. More detailed informa- 
tion on the announcement will be 
sent you. The essential statement 
regarding this action is the fol- 
lowing paragraph from the initial 
public statement—“Under the 
amendments to be issued no prop- 
erty will be eligible for FHA Mort- 
gage Insurance if after a date to 
be specified in the amendments 
and before the FHA Insured Mort- 
gage is recorded, there has been 
recorded a covenant racially re- 
stricting the use or occupancy of 
the property.” The date referred 
to is a future date which will 
be covered in the amendments 
when they are issued. The amend- 
ments will be issued sufficiently in 
advance of the effective date to put 
all interested parties on notice. 
The FHA amendments are being 
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Always uniform quality 
Permanent color retention 
Tough durable finishes 
Non-brittle; non-chipping 
Permanent high gloss 

Full range patterns, colors 
Priced right for profits 
Sales helps and displays 
Nationally advertised 


Wide consumer acceptance 
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Clip this handy memo to your 
letterhead and mail today! 
Prestile Mfg. Co., 


5850 Ogden Ave., Chicago 50 


Please send me free samples and Dealer's 
Merchandising Kit —"‘How to Make More 
Profits from Tileboard.” 


= 


Your Nome 


prmetern crc mcicne 
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NEWS BRIEFS CONTINUED FROM PAGE 7 


One-tenth of the veterans of World War II have made use of part or aj 
their rights to finance the purchase of homes. Eligible veterans still hay 
seven years or a little more in which to make use of their loan guar anty 
rights. 


AT 


The larger supply of lower-priced homes helps explain the rising numbe 
of GI applications for home loan guaranties. There were about 40,000 of 
these applications in October. 


Both employers and labor unions have asked the NLRB to exempt the con- 
struction industry from the bargaining election requirements of Taft- 
Hartley. Workers are employed but a short time on any one building; 
and, since, they’re rather constantly on the move, the elections don’t mean 
much. The request is to permit employers to recognize unions with which 
they have been accustomed to deal. 


The staff of American Lumberman and Building Products Merchandiser 
wants to take this opportunity to wish each of you a very Merry Christmas 
and the best of good things in 1950. 





Southern Pine prices are up; Western Pine is very firm and hard to get. 
Douglas Fir dimension is down a dollar from some sources. There ar 
scattered shortages of sheet rock in the south. (See page 16 for market 
news and prices.) 


New construction to the tune of $1.7 billion was put in place during No- 
vember. That makes a total of $17.7 billions of construction for the first 
eleven months, two percent more than last year. Private construction for 
the period is down five percent, public construction up 25 percent. Grant 
total for the year will reach $19 billion. 








FHA, continued 


made to bring our policies fully in 
line with the policy underlying the 
recent Supreme Court decisions to 
the effect that, although in- 
dividuals may be free to impose or 
comply with restrictive racial 
covenants, governmental interest 
in such covenants is contrary to 
the public policy of the United 
States and cannot be enforced by 
State or Federal Courts. I want 
particularly to call your attention 
to the following facts, misunder- 
standings of which will distort 
and misrepresent the action that 
the FHA is taking—the amend- 
ments will apply only to properties 
on which racially restrictive 
covenants are filed of record after 
the effective date yet to be an- 
nounced. The amendments will fur- 
ther require the mortgagor to 
certify that until the insured mort- 
gage is paid in full or the contract 
of insurance otherwise terminated 
he will not file for record any re- 
striction upon the sale or occu- 
pancy of the mortgaged property 
on the basis of race, creed, or color 
or execute any agreement, least of 


all covenant which imposes an! 
such restriction upon its sale or 
occupancy. The amendments wil 
also require the insured mortgage 
to continue a covenant to the same 
effect which in the event of viola- 
tion will give the mortgagee the 
right at its option to declare the 
unpaid balance of the mortgage 
immediately due and _ payable 
These amendments do not affect 
properties on which such cove 
nants are in effect prior to the date 
to be announced. They do no 
affect mortgages insured or com: 
mitments issued prior to such date. 
These amendments do not attemp' 
to control any owner in determil- 
ing which tenants he shall have 
or to whom he shall sell his prop 
erty. Compliance with thesé 
amendments will be established by 
certification of the mortgagor an¢ 
the mortgagee. The amendment 
will apply to insurance under Title 
II, VI and VIII of the Nationd 
Housing Act and to guarantees of 
yield under Title VII. They wil 
not apply to Title I Insurance. ! 
has been announced that the Ve 
erans Administration will  issvé 
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What makes anything sell... demand! Kwikset locksets continue to 
fill a long desired need in the building industry. They provide a high 
quality, low cost lock of infinite beauty that is simple to install. 

Little wonder then that in less than 4 years more than 5 million 
Kwikset locksets have been sold throughout the nation. 


wan GM Buito:NG Propucts MERCHANDISER 


LOCKSETS 











DISTRIBUTORS 





FLL? 


BEAUTY 





Simple beauty and clean modern 
design make Kwikset locks adaptable 
for installation on both traditional and 
modern homes. And, there’s a KwIksET 
lockset for every door in the house. 


TOP QUALITY 


Kwikset locksets are precision built to 
give years of trouble-free service. 
Individual lock parts are made of 
wrought brass, bronze, steel, and tough 
durable Zamak No. 5. Materials and 
workmanship are unconditionally 
guaranteed! 





PRICED TO SELL 


Customers are quick to recognize 
Kwikset locks as an outstanding 
residential lock value in the market. 
Its aftractive appearance as well as its 
attractive price means sales! 



















CUSTOMER ACCEPTANCE... 


Is best evidenced by the fact that there 
are today millions of Kwikset locksets 
in use... giving day-in, day-out 
service as well as enhancing the beauty 
of hundreds of thousands of homes. 


Write for complete information. 


etko 


INDUSTRIES, INC. 
1107 East Eighth Street 
Los Angeles 21, California 


THE CATCH WITH THE FLOATING STRIKE 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


STRIKE-RITE”’ 


CABINET CATCH 
No. 39 








10¢ 


RETAIL 


SELF-CENTERING STRIKE 
Floating strike automatically 
aligns with catch as door is closed. 


UNIFORM TENSION 
Catch provides uniform holding 
power at all times. 


EASILY APPLIED 
Elongated screw holes on catch 
and self-marking strike allow 
quick, accurate installation. 


ZINC PLATED FINISH 
Strike and spring steel catch are 
bright zinc plated. 


DISPLAY UNIT MAKES SALES 


The Stanley ‘‘STRIKE-RITE” Cabinet Catch is 
packed one to an envelope, complete with 
screws. 24 envelopes in an eye-catching dis- 
play carton. 


THE STANLEY WORKS 
NEW BRITAIN, CONN. 
HARDWARE*+ HAND TOOLS - ELECTRIC TOOLS - STEEL STRAPPING 








NEWS axd TRENDS 


similar amendments with respec; 
to Home Loans under the Service 
men’s Readjustment Act. You ar 
authorized to use any of this state 


ment in any way advisable to makjit 


clear what the FHA amendment 
will and will not cover. 
(signed) 
FRANKLIN D. RICHARDS 
Commissioner. 


JOIN 
THE MARCH OF 
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THE NATIONAL FOUNDATION FOR INFANTILE PARALYSIS 








CO-OP SUPPLY 


Chicago Reserve Supply holds 
materials show for member 
Reserve Supply Cooperative Cor- 
poration, Chicago building ma 
terials jobber, launched its 195! 
program with an exhibition at the 
Lake Shore Club, Chicago, re 
cently. 

Invitations were extended to re 
tail lumber dealers and their or- 
ganizations in the Chicagoland 
area and attendance exceeded 1000. 
Fifty-three manufacturers exhibi- 
ted new lines. Primary purpose of 
the show was education of retail 
salesmen on up-to-date sales prac: 
tices. Special emphasis was laid 0 
display techniques and showroom 


) selling. 


Mr. Edwin L. Burt is General 
Manager of Reserve Supply. 

“Emphasis in our thinking is 0 
consumer controlled sales,” said 
Mr. Burt. “We have outlined a 
elaborate program to keep the re 
tail lumber dealer alert in moder! 
merchandising. We expect to make 
Chicagoland a laboratory of mot: 
ern retail lumber practice in at 
vertising and sales promotion.” 

Reserve Supply Cooperative Cor 
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LARDS§ 


1] one a | Mv IXED 
DOUGLAS FIR: ®. cuGAR PINE |} CARS 


PONDEROSA PINE 

Look what Medford Corporation can 
ship you in a mixed car — almost any 
assortment of lumber items. 


2x3&Wdr. Douglas Fir dimension and Kiln 
Dried White Fir Dimension. 


Kiln Dried Pine and Fir Finish, Boards, S/L, 
CM. 


Knotty Pine Panelling. 
Standard Siding Patterns. 
5/4, 6/4, 8/4, 12/4, 16/4 KD Douglas Fir 




















PARALYSIS : iY | Industrial Clears. 


Pine Shop and Factory Lumber. 





Douglas Fir Flooring. 
sly holds 2 Standard and Detail Moulded Patterns. 
~ a SR fe oa. Ne ee 4x4, 4x6 & Small Timbers. 
me 


Both You and your customers will. like MEDCO 
lumber — nice, clean, well-manufactured, scien- 
tifically kiln dried, reliably graded stock produced 
from logs from our own billion and a quarter feet 


: tree-farm, averaging well above 2500 feet alti- 
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The MEDCO representative in your area will be 
pleased to quote you. May we have him contact 
you? 
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SEASON'S GREETINGS 


from Your 
Western Wholesalers 


May we take this opportunity to express our 
appreciation of the increased business en- 
trusted to us in 1949. 


We've enjoyed serving old customers—and of 
making the acquaintance of new ones who 
have joined the customer-fold this past year. 


Your Western Wholesalers make it a point to 
maintain an intimate knowledge of the west- 
ern mills—and Pledge continuance of their 
ever alert “service from many mills’’—service 
from the mills best equipped to meet your 
particular needs. 


Consult your Western Wholesaler on your 
1950 requirements. 





Trio Lumber Co. 


Wholesale Lumber 
Since 1928 
EUGENE, OREGON 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 


PINE SPECIALISTS 


Main 6954 Riverside 4335 











Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon onsTurs 
Lumber Co. nee 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 














564 Market St., ey oy 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
—— LUMBER MERCHANTS 
astern Office 4 Warehouse: 
THE e A. MAUK LBR. CO., TOLEDO, O. 
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AT CHICAGO RESERVE SUPPLY SHOW 


Mr. Edwin L. Burt, center, Mr. J. J. Chalmers, Lord & Bushnell Lumber Co., and Mr, 
Henry Embree, Rittenhouse & Embree Lumber Co., view exhibits in recent exhibition 
of Reserve Supply Cooperative Corporation of Chicago. Mr. Burt is General Manager 
and Mr. Chalmers and Mr. Embree are directors of the Corporation. 





THE PACE GETS FASTER AND FASTER 


Is This the Time to Spend Billions More? 


Compiled by John T. Flynn, from “Historical Statistics of the U. S.” (Census Bureau) and 
U. S. Treasury Reports 


Pieas ARE two columns of figures. One gives the amount 
spent by each of our 32 Presidents from George Washington to the end of 
Franklin Roosevelt’s second administration. The other gives the amount 
spent by President Truman since his inauguration up to September 30, 1949. 
Spent by 32 Presidents from Washington Spent by President Truman from fiscal year 

to Roosevelt (through second term) 1946 to Sept. 30, 1949 
Washington. . . 24,088,486 Truman........... ...$191,081,394,191 
A ere eee 34,262,668 
Jefferson 72,424,289 

176,473,964 

NS 55s ba een eneins 147,237,899 
Ee ee eee 65,427,017 
152,969,968 be 

‘ems Snes 130,495,062 Experts predict a large ted 
Harrison & Tyler 108,904,678 eral deficit during the current 
Polk. . teeter eeeee 1734771220 fiscal year, ending next June. 
Taylor & Fillmore 179,631,529 
Pierce 2551545244 i 
Buchanan............. 272,933,490 manding expenditure of many 
lincoln cserecess — 3y252,380,410 additional billions of dollars on 
Tee 
2,25 3,386,743 a 

1,032,268,037 All those who are critical of 


a Arthur pe bate l the program, whether Demo- 
: ia ak eal aoe crat or Republican, are casti- 
| 1,441,674,174 gated by the President as 

McKinley. aula oinpfiaie aen 2,093,918,514 being “‘just about 160 years 

T. Roosevelt........... — 4,655,450,505 ihitead dhe: il a 

FOR pe cicsevccsscces: | =SRES ane Cae CaN. 

Wilson. . 46,938,260,143 

Harding. 6,667,235,429 

Coolidge 18,585,549,115 
15,490,476,636 

Roosevelt (8 years).... . 67,518,746,001 





Yet the Administration is de- 


vast new and untried projects. 














Total $179,620,113,645 $191,081,394,191 


THINK THIS OVER: 
32 Presidents in 156 years spent $179,620,113,645 
1 President in Jess than five years has spent $191,081,394,191 


(The extraordinary expenditures of the war years from 1941 to 1945 have been excluded.) 


As a service to readers, extra copies of this page are available. Price post- 
paid, ten or more up te 100, one cent each. — Larger quantiiiies, one- 
felt content. Address Reprint Editor, The Reader's Digest. Pleasantville, N. Y. 


Copyright 1949 Toe Reader's Digest Association, Inc. Pleasantrille, N.Y. Printed n U.S. A 
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CLOSE THE - OPEN THE DOOR | This little Button 


) -_ cai 
ae me & ~~ _ does the trick _y 4 
FELT COMES DOWN FELT GOES UP | 


Ee __ . When it's pressed 


N...Felt is DOWN 


DRAFTS, NOISES, ODORS DOOR SWINGS FREELY OVER 


ARE SEALED OUT CARPETING AND FLOOR _ 
When it's releas- 


A Size To Fit Every Standard Door Here is the greatest invention since d F l ‘ y p 
© Cineteieit ie they started putting rubber erasers .. Felt ts 
26", 28", 30", 32", 3 $9 on pencils. Until the introduction 
436" d of the SENTRY STOP-A-DRAFT, 

an ; joors there has been no satisfactory way 

© 36” to 40” adjustable.... 3.45 of filling the gap between the bot- 


“ 0 na tom of doors and carpeting. This 
@ 40” to 44" adjustable... 3.45 epen area must be plugued .. . 
Heavy gauge steel—satin brass fin- and the SENTRY STOP-A-DRAFT is 
ish—Easy to install—Pays for itself the only thing that will do it auto- a 
in fuel savings in no time at all. matically and effectively. ey o Dhyt = 


Here Is Your Standard Opening Assortment 
®@ 2 size 28 inch @ 4 size 30 inch 
®@® 4 size 32 inch @ 2 size 34 inch _ 
@ 4 size 36 inch ® 1, 36-40 inch adjustable — order of 18 
@ 1, 40 to 44 inch adjustable Seo cn tive 
Retail value $54.10 . . . less your customary discount OAS wodtae 


WATERLOO SALES CO. 


Cleveland 19, Ohio 
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FOR NEW HOMES... 
OR REMODELING 
feature the 


CONVENIENCE of 


KV 
BUILDERS’ HARDWARE 


Wherever homes are built or remodeled, you'll find 





a market for K-V Builders’ Hardware. Fast selling, 
easy-to-install, these items increase the convenience 
of any home. Drawers never stick or sag. Sliding 
cupboard and closet doors open and close with ease 
... Save valuable floor space. Shelves can be quickly 
adjusted to fit any purpose. There are many potential 
customers for K-V Builders’ Hardware in your com- 


munity. So feature each item in this profitable line! 





Be sure to stock plenty of K-Venience 
closet fixtures, too! 


KNAPE & VOGT 


GRAND RAPIDS 4, MICHIGAN 





NEWS a«d¢d TRENDS 


poration of Chicago is 13 years old 
and has had a substantial growth 
since war’s end. Volume ha 
tripled since 1945 and _ further 
gains are expected. as materiak 
reach free supply and new lines are 
added. 

An Upson laminated fibre relie/ 
panel ceiling, with installation 
gratis, was awarded to Earl Wall, 
of the Franklin Lumber Company, 
of Des Plaines, Ill., by The Upson 
Company. 





CHRISTMAS 


Photo by Caterpillar Tractor Co. 


The Christmas tree in your house may 
have come from this sleigh load. Million: 
of trees each year are harvested in north 
ern Minnesota, scene of this photo. : Trees 
are cut in early spring and late fall. 
given a preservative treatment. They are 
distributed nationally. 





CONSTRUCTION 


Volume should equal last 
year's record $19 billion 

New construction valued at more 
than $1.7 billion was put in place 
during November, the U. S. Labor 
Department’s Bureau of Labor 
Statistics and the Office of Domes- 
tic Commerce, U. S. Department 
of Commerce reported jointly to- 
day. The November total was down 
8 percent from the revised Octo- 
ber estimate, but was still 6 per- 
cent more than the total for No 
vember, 1948. 

The general firmness of con- 
struction activity so late in the 
building season was one of the 
strong points in the national econ- 
omy last month, the report stated. 
Building .of retail stores, office 
buildings, and schools actually rose 
slightly in November, against the 
seasonal downtrend. 


RECORD YEAR 
A record year in terms of dol- 
lars spent for new construction }§ 
now virtually assured for 1949, 


December 17, 1949, AMERICAN LUMBERMAN & 
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Western Pines 


| 
| 
| 
ual last | 
billion Idaho White Pine | 
‘— Pond Pi | 
n place onaerosa ine , : 
Labor ;' | Well manufactured. Skilled handling and modern 
poo Sugar Pine | 
a 7 methods feature every step from forest to loaded car. 
tment | Milled after seasoning for precise, uniform sizes. 
oy bd * These are the 
s aown e ° . 
1 Octo- Aseectated Weeds | Thoroughly seasoned...at the mill in accordance with 
+6 von } | the most improved practices and under the supervision 
or NO ! 4 veh 
Lorch of specially trained Association personnel. 
f con- Douglas Fir | 
i he ils . 
- a White Fir | Carefully graded... under the Association’s published 
ul be Engelmann Spruce : rules. Grading is constantly supervised and checked by 
stated att ale . 
office oe the Association’s Grading Bureau. 
lly rose and Red Cedar | 
nst the | 
Lodgepole Pine | WESTERN PINE ASSOCIATION 
| 
oo a Yeon Building, Portland 4, Oregon 
stion is | 
1949, i 
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NEWS a«¢ TRENDS 


with the total value of new con- 


struction put in place reaching 
$17.7 billion by the end of No- 
vember. This total was 2 percent 
larger than that for the first 11 
months of last year. Private con- 
struction lagged by 5 percent, but 
public agencies spent 25 percent 
more for new construction this 
year. 





HOMEBUILDING 


Private nonfarm homebuilding 
during November was valued at 
$700 million, 3 percent less than 
the revised estimate for October, 
but 14 percent more than the 
November, 1948 figure. Through 
November, however, the total value 
of new nonfarm residential con- 
struction put in place was still 5 
percent less in 1949 than in 1948 
largely as a result of the lag in 
homebuilding early this year. 

Building activity on most types 





The LUMBER MARKET 


The following is a general market analysis as we go to press. 


Since many 


variable factors in each producing area affect individual mill quotations, the 
prices listed below must be considered for what they are — — — an average 
of current f.o.b. mill quotations of those surveyed. 


DOUGLAS FIR 
Vertical ay a en a 
Sart Mih.cecvacand 145,00 140.00 90.00 
Flat Grain Flooring 
tet > rere 120.00 115.00 70.00 
SS 9 5 eee 130.00 125.00 75.00 


Drop Siding 


1 x 6 Pattern #106.130.00 125.00 90.00 
1 x 6 Pattern #116.130.00 125.00 90.00 
vec 
~ 8's’ as 110.00 70.00 
ey) ft err 140:00 135.00 95.00 
Boards & Shiplap 
ee & err 53.00 53.00 53.00 53.00 
Te BD Beckicceas 49.00 49.00 49.00 49.00 
es 2S ae 38.00 38.00 38.00 38.00 
No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 
2x 4..56.00 56.00 56.00 57.00 57.00 
2x 6..55.00 55.00 55.00 56.00 56.00 
2x 8..54.00 54.00 54.00 55.00 55.00 
2 x 10..54.00 54.00 54.00 55.00 55.00 
2 x 12..53.00 54.00 54.00 55.00 55.00 
No. 2 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4..52.00 52.00 52.00 53.00 53.00 
2x 6..51.00 51.00 51.00 52.00 52.00 
2x 8..50.00 50.00 50.00 51.00 51.00 
2 x 10..50.00 50.00 50.00 51.00 51.00 
2 x 12..49.00 49.00 49.00 50.00 50.00 
No. 3 Dimension 
2x 4..38.00 38.00 38.00 38.00 38.00 
2x 6..33.00 33.00 33.00 33.00 33.00 
2x 8..31.00 31.00 31.00 31.00 31.00 
2 x 10..29.00 29. 00 29.00 29.00 29.00 
2 x 12..27.00 7.00 27.00 27.00 27.00 


Add ue $8 for K.D. 





WESTERN PINE 


Ponderosa Pine 


Selects, 

S2 or 48 4/4 RW 5/4 RW 6/4 RW 
= ae 174.00 171.00 171.00 
ge eS 148.00 144.00 144.00 

Shop, $825 No. 1 No. 2 
a ile eh ht a a sect a aa 101.00 76.00 
UE inane aa ale ateaace eae ale 100.00 75.00 

Commons, S82 or 4S No. 2 No. 
| 2 ane 88.00 60.00 
SS a aor er 88.00 60.00 

Idaho White Pine 1x4& 6-6/4 

Selects, S2 or 48 Wadr RW 
of Serre 200.00 220.00 
Sa 180.00 190.00 

Commons, 4S No.1 No.2 No.3 

PT chaeeneeeas 120.00 110.00 80.00 

Sugar Pine 

Selects, 

S2 or 4S 4/4 RW 5/4 RW 6/4 RW 
B & Btr RL...203.00 199.00 198.00 
Cc RL. ..195.00 191.00 190.00 
D RL. ..168.00 167.00 166.00 

Shop, $25 No.1 No.2 No.3 
eer 116.00 83.00 60.00 
ee ere 115.00 82.00 59.00 
, errr rere. 130.00 90.00 60.00 





SOUTHERN PINE 


Vertical 

Grain Flooring Riowy C D 
fy Meee 185.90 180.00 -- 

— Grain Flooring 

Raa eaccaeate® 155.00 150.00 110.00 

‘No D vceons 62.00 

Drop Siding 
1 x 6 (All 
Patterns except 
SEES -ciwewdeeawe 55.00 150.00 110.00 

We Be ceeeee 7 
i, Oe 64.00 

Ceiling &Btr Cc D 
ey axon 150.00 145.00 110.00 
a SR 62.00 

Boards & 

Shiplap 1x6 1x8 1x10 1x12 
No. 1....111.00 111.00 126.00 151.00 
mO. 2.0. Tae 78.00 78.00 83.00 
No. 3.... 63.00 68.00 68.00 68.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 





2x 4.82.00 32. 00 85.00 88.00 88.00 
2x 6.80.00 80.00 83.00 86.00 86.00 
2x 8.81.00 81.00 84.00 87.00 87.00 
2x 10.94.00 94.00 97.00 100.00 100.00 
2x 12.99.00 99.00 104.00 109.00 109.00 
No. 2 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4.78.00 78.00 80.00 83.00 83.00 
2x 6.74.00 74.00 77.00 80.00 80.00 
2x 8.75.00 75.00 78.00 81.00 81.00 
2x 10.79.00 79.00 81.00 84.00 84.00 
2x 12.83.00 83.00 88.00 93.00 93.00 
No. 3 Dimension : 
1 , 
2x 4 59.00 
2x 6 57.00 
2x 8;}RL 57.00 
2x 10 59:00 
2x 12 59.00 
OAK FLOORING 
if x x 
Clear Pl % 1% %x2 %x2% 
White ..175.00 150.00 160.00 150.00 
Red ....175.00 150.00 160.00 150.00 
Select Pl 
White ..165.00 142.00 150.00 135.00 
Red ....165.00 142.00 150.00 135.00 
No.1 
Common 
White ..140.00 115.00 135.00 120.00 
Red ....140.00 115.00 135.00 120.00 
No, 2 
Mixed .... 90.00 65.00 80.00 55.00 
15” Shorts 
No. 1 
Common 
& Btr. ....100.00 70.00 80.00 65.00 
No. 2 
Common 


15” Shorts. 65.00 40.00 55.00 30.00 





of private nonresidential struc- 
tures in November equalled or ex- 
ceeded October levels in contrast 
to seasonal declines usually ex- 
pected at this time of year. A small 
contra-seasonal advance in con- 
struction of stores, restaurants, 
garages, warehouses, and office 
buildings resulted from the large 
volume of. contracts let for these 
types of commercial buildings dur- 
ing September and October. In- 
dustrial, religious, and hospital 
construction also held up well in 
November. 


HARDWOOD MEET 
Appalachian group to meet 
in January at Cincinnati 
Appalachian Hardwood Manu- 
facturers, Inc., will hold their an- 
nual meeting January 26 and 27, 
1950 at the Netherland Plaza hotel 

in Cincinnati, Ohio. 
Wage and cost discussions and 
production and conservation 
studies will highlight the meeting. 


LUMBER PICTURE 
Production and orders con- 
tinue upward at year's end 

Lumber shipments of 413 mills 
reporting to the National Lumber 
Trade Barometer were 12.4 per- 
cent above production for the week 
ending November 26, 1949. In the 
same week new orders of these 
mills were 10.7 percent above pro- 
duction. Unfilled orders of the re- 
porting mills amount to 36 per- 
cent of stocks. For reporting soft- 
wood mills, unfilled orders are 
equivalent to 21 days’ production 
at the current rate, and gross 
stocks are equivalent to 55 days’ 
production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.8 percent above production; 
orders were 5.5 percent above pro- 
duction. 

Compared to the average cor- 
responding week of 1935-1939, pro- 
duction of reporting mills was 44.1 
percent above; shipments were 
70.1 percent above; orders were 
53.5 percent above. Compared to 
the corresponding week in 1948, 
production of reporting mills was 
20.6 percent above; shipments 
were 48.0 percent above; and new 
orders were 53.8 percent above. 

Southern Pine is tight and show- 
ing gains of from one to three dol- 
lars, with more expected. Western 
Pine has not registered price in- 
creases but it is very tight and 
hard to get. Douglas fir production 
has held up well. There has been 
a slight weakening with dimension 
off as much as a dollar per thou- 
sand. 


December 17, 1949, AMERICAN LUMBERMAN ©” 
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Temlok’s new smoothness 
makes selling easier 


HETHER your customer is a carpenter, a 

builder, or a housewife who wants to fix up her 
attic, the appearance and feel of Armstrong’s Tem- 
lok® Insulation Board will make your selling job 
easier. That’s because Temlok has a new “‘ironed-on” 
paint finish—a finish that’s satiny smooth. 


You can sell the practical advantages of this new 
Temlok finish just by having your customers feel it. 
Its smoothness makes walls and ceilings of Temlok 
easy to keep clean and new looking. Its color—a 
pleasing “‘warm white”’—is a tasteful, attractive back- 
ground for any decorating scheme. Temlok is also 
easy to repaint if desired. The quality of this finish 
compares favorably with that of many more expensive 
materials. Now Temlok will be more popular than 
ever for all types of building and remodeling jobs. 


Your customers will like the way Temlok handles, 
too. This sturdy fiberboard is firm and rigid. It won’t 
crumble or separate into layers. The big sheets are 
light in weight and quick to install. This makes work 
go faster and cuts labor costs. 


Compare Temlok Insulation Board yourself for ap- 
pearance, smoothness, strength, and handleability. 
Here’s a real general-purpose board, a volume-builder 
you can sell equally well in the farm, commercial, and 
residential markets. If you haven’t seen Temlok In- 
sulation Board, with the new ‘“‘ironed-on”’’ finish, 
contact your near-by Armstrong wholesaler for sam- 
ples and full details. He carries a complete stock of 
Armstrong’s Building Materials and can sup- 

ply you promptly. Armstrong Cork Company, 

4712 Ross Street, Lancaster, Pennsylvania. 


Armstrong’s Temlok Insulation Board is made in 4 foot 
widths, 6, 7, 8, 9, 10, and 12 feet long, 2” thick. 


Armstrong’ Temlok 
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leading 
Mid-west 
millwork 
manufacturer 


“When we introduced Gate City Awning Windows, we 
expected some skepticism. To our surprise, acceptance was 
almost instantaneous. Architects and big builders welcomed 
them. Now it seems as though one sale automatically leads 
to another. We count Gate City Awning Windows as a 
very profitable part of our business.” So says Mr. Charles 
F. Paul, President, Fox Brothers Manufacturing Co., St. Louis. 


Mr. Paul is only one of many torward-looking building- 
material men in all parts of the country who have seized 
the profit opportunities in this nationally advertised line of 
awning windows. Every home, hotel, apartment house, 
church, school, housing development, motel and factory 
is a prospect. 


Get all the facts today. Write for our attractive prop- 
osition and schedule of discounts. Gate City Sash & Door 
Co., Dept. AL-12, Fort Lauderdale, Florida. 


QUICK FACTS ABOUT 
GATE CITY AWNING WINDOWS 


* 100% ventilation -scientifically controlled. 
© Won't squeak, stick, rattle, or flutter. 

® Cools off stuffy rooms in hot weather. 

* Safe to clean; safe to leave open. 

¢ Screens and storm sash installed indoors. 


~ © Trouble free worm and gear crank! 
© Tilted sash deflect rain. 
| © One size fills 75% of your orders. 


PNT * Proved by 8 years of service! 
© Toxic treated for added service. 


=... Gate City... 


AWNING WINDOWS 


Export Sales Representative, Frazar & Company, 50 Church Street. New York 7, W.Y.,U.S.A. 
Cable address: Frazar, N.Y. Agents in principal cities throughout the world. 
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AMERICAN LUMBERMAN 


The Industry's Leader _ 
__THEN and NOW = 








DIFFERENT PHASES OF SALESMANSHIP 





THE GOOD SALES- 
MAN is the possessor 
of a rare quality that 
is worth money to him. 
The world is_ practi- 
eally full of goods the 
owners of which want 
sold and they will pay 
the man well who can 
sell them. The capable 
salesman need never be 
out of a job, for if one 
man does not want his 
services another will. 
He fills the chasm be- 
tween the consumer 
and the wholesale deal- And 
er and manufacturer, 
and his calling has 
come to be regarded almost as a profession. 

Not many years ago we did not hear of the science of 
salesmanship, but now there are schools in which men are 
taught to sell goods, the instruction largely pertaining to 
the influence of one mind on another, and how to exert this 
influence. The more of a hypnotist in a popular sense, a 
man is, the more goods he can sell. For a man to sell 
that which is wanted is not these days regarded the height 








the more they tumble the 
more they buy. 


- of salesmanship, as it is thought that any man ought to do 


that. He must be able to sell that which is not wanted, 
in other words, to create a desire in the mind of the 
prospective customer for the article that is offered. With- 
out doubt any man can be taught by those who have made 
a study of salesmanship to improve his methods, but the 
salesman who is supreme is born, as is the artist, the 
writer, the orator. The ability must be native, else all 
the schools cannot supply it. 

To accurately describe the qualifications of a good 
salesman would be difficult. His efforts spell success and 
oftentimes it is won by a man who is deficient in some 
of the qualities which at first blush one might think would 
be necessary for him to possess. Certain it is, however, 
that a gift of gab does not make him any more than it 
makes a lawyer. I once had occasion to watch the trial 
of an important case. All told I think as many as a dozen 
lawyers took part in it. There were those who could talk 
so easily that once started their tongues would run like 
a windmill. One ex-judge was particularly loquacious. 
When these men were talking no particular attention was 
paid to them, the other attorneys keeping on with their 
work of consulting law books, examining documents, etc. 
For the defense there was one lawyer who said little, but 
every time he arose the attorneys on both sides paid the 
closest attention to what he had to say. Business around 
the tables was suspended. He was not a great talker, but 
he was a lawyer in the sense that he knew law. When 
speaking to a point I remember he quietly said, “This view 
of the case may not be respected here, but if not here it 
will be in a higher court.” His meaning was plain—the 
case would be carried to the United States Supreme Court 
if he was not successful short of this high tribunal. The 
certainty of his ground at every step was an inspiration 
to his associates, and meant much to those who opposed 
him.—Met Saley, AMERICAN LUMBERMAN. 


December 17, 1949, AMERICAN LUMBERMAN & 
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RENT CONTROL: While there'll be a strong effort 
o continue rent control, the general guess is that 
ongress will not extend the law past its present 
expiration date. This may mean that quite a lot of 
amilies, now living in quarters on which rents were 
eld at low levels, may be candidates to buy or 
build homes when the rent law expires. Congress 
ay make easier credit terms on home mortgages 
for middle-income families. 


LONG-RANGE MARKET: This will not be felt 
immediately; but if you hope to stay in business 
another quarter-century you're justified in expect- 
ing an increasing market through a rapid rise of 
national population. Annual rise is now one and 
a half million or more; and, ruling out a major eco- 
nomic bust, this should continue. 


INSTALLMENT CREDIT: The Federal Reserve 
Board has reported that outstanding credit of this 
kind, at the end of October, amounted to $10,171,- 
000,000; an increase of $1,938,000,000 over the figure 
of a year earlier. At the same date U. S. drivers had 
plasters on their cars amounting to a little more 
than three billion dollars; an increase of more than 
90 percent in a year. These eins are expected 
to go on mounting. 


PRIVATE DEBT, however, is considered by 
market specialists to be rather low when measured 
m by national income; and this income, incidentally, 
is expected to increase in 1950. Not only is mort- 
gage credit to be: relaxed next year, but installment 
buying isn’t likely to be restricted. soon. Some re- 
tailers, as reported earlier on this page, still want 
Federal rules applied to installment sales; but Con- 
gress as of now doesn’t seem to see it that way. 


MINORITY DISCRIMINATION: FHA rules will be 
issued, refusing loan insurance to housing projects 
which have written and recorded covenants racially 
limiting the use or rental of the property. This does 
not affect the projects of the Public Housing Ad- 
ministration, which continue under rules requiring 
only that the money be distributed proportionately, 
with racial minorities receiving each its fair share 
of housing. 


THESE NEW RULES don’t affect earlier FHA in- 
surance commitments; do not apply to insured 
homes that already carry restrictive covenants. 
They apparently will not end the practice of setting 
up informal, unwritten restrictions about who may 

@ buy or rent. They would seem to end, for the future, 
the recorded covenants which the Supreme Court 
has ruled can not be enforced by law, anyway. It 
doesn't appear just why these new rules are issued. 
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WASHINGTON 


LUMBER: The wholesale construction lumber 
orice index of the BLS rose a couple of points in 
the third quarter. That's not much; but it was the 
first increase in thirteen months. Total lumber pro- 
duction for the year is likely to be less than for 
1948, although there was a notable increase in de- 
mand late in 1949. Production figures for the fourth 
quarter, when compiled, may well equal or exceed 
the ‘48 average level. 


INCREASED SHIPMENTS in the late summer and 
early fall reflected the rising number of new house 
starts. Preliminary reports for September pointed 
to 100,000 new non-farm dwelling unit starts; but 
later returns increased this figure. The preliminary 
estimate for October was 100,000 units; the highest 
in history for that month. 


RESIDENTIAL CONSTRUCTION is supposed to 
be at or near the top of its current curve. Season- 
ally adjusted, it should stay at about the present 
level through the first half of ‘50; after which it's 
likely to decline a little. One guess is that private 
building next year will decline by about six per- 
cent from the ‘49 figures Public building will in- 
crease. Commerce and Labor set the total ‘50 
building figure at 19.25 billion dollars; same as this 
year. 


COMMERCIAL BUILDING is expected to show a 
small but definite increase in ‘50, according to a 
joint statement by the Departments of Commerce 
and Labor. Industrial construction will continue to 
decline; since post-war industrial expansion has 
been pretty well completed. The report predicts 
900,000 non-farm housing units or a few more for 
‘50; and, of this number, 830,000 will be private and 
60,000 to 80,000 will be public housing units. 


‘49 HOUSING UPTURN: Foley of HHFA, Richards 
of FHA. and Divers of the Home Loan Bank Board 
in a joint statement credited the big increase in 
housing starts the latter part of this year to suc- 
cessful efforts of builders to produce low-cost hous- 
ing; greater efficiency of labor; better house de- 
signs; lower profit margins; better supplies of mate- 
rials and labor; more competition for the con- 
sumer’s business; and a better mortgage market. 


APARTMENT DEMAND, says the Wall Street 
Journal, is slackening; but it adds thai at present 
metropolitan builders ‘rush up thousands of new 
units.’ The F. W. Dodge Corporation reports that 
the October award of new apartment contracts in 
37 eastern States provided for 16,637 new dwelling 
units; about three times the number of new starts 
in October of last year. 
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WAX LUMBER COMPANY Ni 


Manufacturers of 
BAND-SAWN SOUTHERN HARDWOODS, PINE 
AND RED CYPRESS 


WOODVILLE, MISSISSIPPI 
EQUIPPED TO KILN DRY — SURFACE AND RESAW 
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PONDEROSA PINE 
CALIFORNIA SUGAR PINE 
WESTERN WHITE SPRUCE 


Quality Lumber 


for 61 Years 
Industrial Bor Shook 


WINTON LUMBER SALES CO., Yoeday “7ower. MINNEAPOLIS 2, MINN. 


are you 


selling lumber... 


Your greenest yardman can do a fine job of filling 
orders... seeing that a farmer gets enough 2x6’s 
and siding and nails to build his barn. Let him 
sell the lumber. You sell buildings. Show your 
customer how to get the most barn for his money 
. .. how to build better and faster and safer... 
for less money. 

You can’t do a man a better favor than to sell 
him Rilco Rafters. Because when he buys ’em his 
barn’s practically half built before he starts. He 
saves all the time-wasting sawing and drilling 
and fitting that makes ordinary barn building so 
slow and expensive. 

You do yourself a favor, too, because a Rilco 
barn in your neighborhood is the very finest sort 


34 


or buildings? 


of salesman for you. You may have noticed how 
one Rilco barn seems to start an avalanche of 
orders pouring in. You profit three ways with 
Rilco Rafters . . . first, when you sell ’em... 
second, when you sell the other materials to com- 
plete the barn .. . and third, when a satisfied 
customer comes back with a friend. 


WORKS WONDERS 
witH wooD 


Laminated. PRODUCTS, INC. 


2680 First National Bank Building 
SAINT PAUL 1, MINNESOTA 
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MID-CENTURY MUSINGS ON THE DEALER’S CHANCE* 


If you can get your price while those about you 
Are cutting theirs and making you their game, 
If you can hold mark-up and volume, too 
By knowing costs and budget ing your aim; 
If you can sell and never tire of selling 
And advertise in full support of sales, 
If you can tell and never tire of telling 
Your service song in newspapers and mails; 
If you can make consumers come to you 
Before they seek some less productive haunt, 
And build for them a one-stop service, too 
Catering to their every need and want; 
If you can keep a store attractive to the trade 
And stocked with things a housewife loves to view, 
If you fill all needs on every sale that’s made 
And build your deals on easy payments, too; 
If you can quote the price installed - erected 
And servé all marts, commercial, home and farm, 
If your receivables are full collected 
And payables discounted lest they harm; 
If you form a building team with you the master 
While making sales control a certain fact 
And sell contractors’ services much faster 
While earning their goodwill by such an act; 
If you can fight for reduced expenses 
While spending more for needed sales volume; 
If you take care in guarding all your fences 
You are bound to raise your profit column. 
If you can get suppliers to partly share 
The making of the selling helps you need; 
If you can think of your employe's’ welfare 
And motivate their better thought and deed; 
If you can fill each waking working minute 
With serving, selling, sharing — to the end 
Yours is the field and every chance that’s in it 
And what is more you'll make a net my friend! 


yout Food 


*With grateful apologies to Kipling. Copyright waived. Permission to reprint granted. 
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Home-Building Industry 
Faces Greatest Test in °50 


BY WILLIAM C. BOBER 


Economist, Johns-Manville Corp. 


ROSPECTS FOR ANOTHER 
excellent home building year in 
1950 are decidedly bright, pro- 
vided there is no major shock from 
economic forces outside the con- 
struction industry. 

The war shortages have by now 
been made. good in almost every 
industry except heavy public con- 
struction and housing. One by one, 
the various lines of business have 
been passing from a sellers’ mar- 
ket to a buyers’ market. In this 
respect, housing is at the very tail 
end of the procession. 

Next year will be about the last 
year of a sellers’ market for the 
housing industry. But only for 
relatively low-priced homes! Dwell- 
ings priced above $10,000 are no 
longer in a sellers’ market. On the 
contrary, they are increasingly be- 
coming a drug on the market in 
many areas. The popular clamor 
is for homes priced from $8,500 
down. For: these, the demand is 
still immenge. 

The cards are still stacked 
heavily in favor of the light home- 
building industry. The fundamen- 
tal economic reasons are listed in 
this article. But now a catalytic 
agent is needed more than ever to 
convert fundamental but passive 
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demand into actual orders for 
homes on an immense scale. That 
agent is salesmanship. 


BUILDING FIGURES FOR ‘49 
We have had an amazing con- 


struction year in 1949. In spite of 


the recession in many branches of 
activity, close to $19 billion dollars 
was spent on all types of new con- 
struction plus an additional $7 bil- 
lions or sO on modernization, re- 
modeling, repair, and maintenance 
construction. In total, approxi- 


New home and replacement 
market still tremendous, but 
it will take a first-rate selling 
job to turn passive demand 
into actual orders 


mately $26 billions! In view of 
some decline in building costs and 
increased efficiency, this sum repre- 
sents a greater physical volume of 
building activity than in 1948 or in 
fact any previous year. It includes 
the construction of over one mil- 
lion homes. This is more than offi- 
cially reported but it is always nec- 
essary to include estimates for 
homes built in certain areas with- 
out permits. 

It is necessary to recognize how- 
ever that total privately-initiated 
construction in 1949 was about 7% 
below 1948 while publicly-initiated 
was 25% above. 

In the last 3 years—1947, 1948, 
1949—we have averaged consider- 
ably over 900,000 new home units a 
year on the basis of officially re- 
corded home starts. Including unre- 
corded starts, we have, on the aver- 
age, started at least a million homes 
a year for the last three year 
period. Inevitably, the question 
arises: How long can we keep that 
up? 

We started the decade of the 
Forties in 1940 with a very large 
backlog of family formation. That 
is, all during the Thirties, mar- 
riages were at an abnormally low 
level because of the long depres- 
sion which ended only in the latter 
half of 1941. 


MANY NEW FAMILIES 


With the coming of the war and 
the rapid rise in national income, 
deferred marriages were consum- 
mated and new family formation 
rose year by year to its peak in 
1947. For the period of the decade, 
from 1940 to the end of 1949, the 
number of families in the United 
States increased by approximately 
7,500,000. This immense increase, 
the greatest in any decade of our 
history, created an unprecedented 
demand for new homes, and under- 
lay the million-homes-a-year con- 
struction we have been averaging 
in the last three years. 

During the same period, from 
1940 to 1949, according to Census 
data and other estimates, the num 
ber of new dwelling units increased 
by approximately 8,000,000. This 
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included new homes produced by 
dividing up existing dwellings, ex- 
cludes temporary governmental war 
housing, and allows for homes de- 
stroyed by demolition, fire, and nat- 
ural catastrophe. 

Therefore, during the decade of 
the Forties, we have matched the 
unprecedented demand caused by 
the formation of approximately 
7,500,000 new families with a 
record-breaking supply represented 
by the construction of about 8,000,- 
000 new home units in excess of 
demolitions. Thus, is respect to the 
creation of new families, the great- 
est single dynamic factor that 
makes for new residential con- 
struction, supply is now more than 
in balance with demand. 


New family formation reached ~ 


the peak in 1947, has fallen quite 
rapidly since, and is headed for 
very low levels in the middle years 
of the next decade. The reason is 
that at about that time the young 
people born in the depression years 
of the 1930’s will be reaching mar- 
riageable and home-wanting age 
and their numbers are abnormally 
small because the birth rate was 
very low at the bottom of the Great 
Depression. 

It is obvious, therefore, that we 
cannot continue to build a million 
homes a year, or even anything 
very close to it, if demand is to 
come solely from new family forma- 
tion. 

REPLACEMENT NEEDS VITAL 

It is for this reason that I re- 
vert to what I have been harping 
about—in the columns of the 
AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER and else- 
where—ever since 1947. That is, 
the need for a replacement market 
for the home building industry. 

In 1950, we cannot depend on 
the formation of more than about 
550,000: new families. If we allow 
for about 50,000 demolitions and 
homes destroyed by catastrophe, we 
will next year have a market for 
only about 600,000 new dwelling 
units. It is therefore through the 
replacement market that we must 
get our additional 400,000 units if 
we are to have another year of a 
million new homes. 

This job will of course, be con- 
siderably eased by a highly impor- 
tant factor that we always have 
with us, namely, the movement of 
population. Our people never stay 
put. The internal migrations with- 
In ‘he United States are among the 
bigeest migrations in all history 
and they call for continually new 


Bui_pinc Propucts MERCHANDISER 





wt 


HOUSE-BUILDING VOLUME can only be maintained in the next few years by selling 


new homes to people who already have homes. 


housing. When a family in a middle 
western town pulls up stakes and 
moves to California, their existing 
home dwelling may stand idle but 
it does not obviate the need for 
building a new home in California. 
Since Pearl Harbor, at least 3,000,- 
000 people, the equivalent of ap- 
proximately 750,000 new families, 
have moved to California and that 
has been one of the main reasons 
for the very active construction in 
that state. 


FARM-TO-CITY MOVEMENT 

The historic movement of people 
from the farms to the cities also 
continues. In fact, it was greatly 
accelerated by the war because of 
the need for manpower in the fac- 
tories and the mechanization of the 
farms. At least 3,000,000 people 
left the farms and the movement is 
still on. Likewise, the movement of 
families from the center of cities 
to the periphery, the suburbs, and 
even beyond—the result of the auto- 
mobile and other forms of rapid 
transit—continues all over the 
country. 

These great movements of popu- 
lation produce an effective demand 
for housing apart from that caused 
by new family formation. It is 
a truism, of course, that new dwell- 
ings are required where people 
move to, no matter how many stand 
idle where people moved from. 

But even this market on top of 
the new family formation market 
does not add up to a commercial de- 
mand for a _ millon-homes-a-year, 
year after year. We must always 


keep in mind that new family for- 
mation is not a stable factor of the 
same dimensions each year. At 
present, it is on a sharp downward 
course, headed for an abnormally 
low bottom in the second half of the 
decade of the Fifties. It will not 
reach a real high again until the 
huge number of babies born during 
the war and the postwar years 
reach marriageable and home-want- 
ing age. That won’t be before, ap- 
proximately, the middle of the 
decade of the Sixties. 


FACTORS FAVORING NEW HOMES 
Therefore, we must sell an in- 
creasing number of new homes each 
year, for at least a decade, to 
people who already have homes. Can 
we do that? We assuredly can if 
we use intensive, intelligent, dy- 
namic salesmanship, because the 
cards are heavily stacked in our 
favor. Let us see what they are. 
1) An immense number of fam- 
ilies has been pushed by our very 
high volume of business activity 
into higher income brackets. People 
earn far more than before the war. 
But homes also cost much more. 
Quite true, but we have about 15,- 
000,000 more people at work now 
than in 1940. The main reason is 
that there is a larger number of 
subsidiary wage earners per family 
today than at any time in our his- 
tory. The family income of liter- 
ally millions of families has out- 
run the rise in building costs since 
prewar. As long as we maintain a 
very high volume of national in- 
come and gainful employment, we 
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will have far more families able to 
afford a new home—even allowing 
for the rise in building costs since 
1940—than we had before the war. 


INCOMES TOP BUILDING COSTS 


True, we may not be able to 
maintain the lofty levels of income 
and employment we have now had 
ever since Pearl Harbor. That pos- 
sibility must be faced. The con- 
struction industry does not operate 
in a vacuum. It cannot be in- 
sulated from shocks that come 
from other economic sectors. We 
must therefore put it this way: As 
long as business activity in general 
remains at very high level, there 
is one card heavily in our favor, 
namely—amillions of family  in- 
comes have outrun homebuilding 
costs since 1940. 

2) The nation’s savings from the 
war years and the prosperous post- 
war years are still enormous and 
a very considerable part of such 
savings historically goes into new 
homes. Likewise, current savings 
are enormous as long as business 
activity remains very high. Even 
with the high cost of food and other 
necessities, families with multiple 
breadwinners can today lay aside 
considerably greater sums for new 
homes than before the war. 

3) Homes are built through 
credit expansion. Money for new 
homes is today more abundantly 
available and on easier terms than 
at any time in our history. One 
may well say, it is over-abundant, 
on too easy terms, and that uneco- 
nomic home building is being arti- 
ficially stimulated by governmental 
action at excessive costs and where 
it may not be needed a few years 
hence. Availability of mortgage 
money is no problem today. It is 
rather that the home building in- 
dustry must be on its guard against 
those excesses—this time stim- 
ulated with the taxpayer’s money— 
that caused so violent a reaction 
when they took place in the 
Twenties. 


MORE LIVING SPACE NEEDED 


4) The great rise in the birth 
rate and the resultant increase in 
the number of children in homes 
has made a very large number of 
dwellings too small and cramped. 
Families, by the millions, now 
‘eagerly desire more home space, 
and whether they bought their ex- 
isting dwellings in the Thirties or 
even smaller ones in the postwar 
years, they will be prospects for 
new ones provided family incomes 
hold up at the present high level 


Factory Wages 
and Building Costs 


Monthly Indexes of Building 








INDEX 






































1939-100 Costs and Average Weekly 
_____ Earnings of Factory Workers 
wo Eh 
250 
FACTORY WORKERS' Se 
225 7- eARNNes “ae 
| dd 
200 
ae | 
: 
150 < 
d | 
125 3 
= BUILDING 
100 fal CcOsTs + 
75 11 1 _] 




















1939 '40 ‘41 '42 '43 '44 '45 ‘46 ‘47 '48 '49 
Source of Data: American Appraisal Co. and 
United States Bureau of Labor Statistics 


(Copyright: 1949: By The Chicago Tribune) » W. CL. 











and the home building industry is 
able to offer dwellings with reason- 
ably adequate space for growing 
children in line with the family 
pocketbook. 

5) Side by side with the unprece- 
dented rise and now gradual de- 
cline in the birth rate, there has 
been going on a very great increase 
in the number of older people in the 
United States. The reason goes 
far back. It is the result of the 
rapid decline in the death rate 
among young children that began 
five and six decades ago in the 
United States with the advances in 
sanitation, nutrition, medical prog- 
ress, etc. 

The children, that in former 
times would have died, grew up, 
got married, raised families, and 
now find themselves, by the mil- 
lions, in old existing homes, far too 
large for them now that the chil- 
dren in their turn have grown up 
and have homes of their own. These 
large old houses are very expensive 
to keep up. The aging couples would 
trade them any day for very much 
smaller, more convenient, new 
homes that cost a lot less money 
to keep up. Here is a tremendous 
market that will grow year by year 
as the proportion of aged couples 
is now increasing much faster than 
the population as a whole. 

6) With rents now being decon- 
trolled in many parts of the coun- 
try, and full decontrol ahead ex- 
cept perhaps in a few big cities, we 
have a situation where rents of 
existing homes are rising while the 
cost of building new homes is de- 
clining. (At least, they did de- 
cline in 1949 and should decline 







further in 1950). This is one of the 
historic requirements for active 
construction of new dwellings. 

7) The home building industry is 
learning to produce the kind of 
homes needed at lower prices. 
There has been an increase in labor 
productivity since 1947, a greater 
increase in efficiency of operations, 
a strong trend towards producing a 
lot more houses at one time so as 
to get some of the benefits of mass 
production and mass purchase of 
materials, a lot of ingenious cut- 
ting of corners, and a much more 
modest concept by builders of what 
their profit margin should be per 
home unit. 


SALESMANSHIP NEEDED 


The above seven cards all add 
up to a strong deck in our hands. 
But the ace is still needed. That is 
salesmanship. It is only very re- 
cently—and I might add that this 
magazine has been one of the out- 
standing leaders in the movement— 
that builders, material merchandis- 
ers, and other elements of the home 
building industry have become 
aware of the need of real salesman- 
ship in marketing homes. There has 
been far too much of an order- 
taker’s psychology in the industry 
and that must cease in 1950 as not 
even homes except satisfactory very 
low priced ones, will be in a sellers’ 
market next year. 

The vital importance of sales- 
manship will be apparent to us if 
we realistically face the fact that 
while very strong cards are still 
stacked in our favor, there are 
others that are now stacked against 
us. As already mentioned, we no 
longer have the huge volume of 
new family formation we had year 
after year until 1947. The national 
income of the country must be more 
and more the result of economic ac- 
tivity based on current demand as 
industry after industry has whittled 
down its backlogs of deferred de- 
mand from the war years. 

Not only the home building in- 
dustry, but every industry is pass- 
ing, or has already passed, from 
a basis of activity swollen by un- 
satisfied demand from the past, to 
the level of activity that can be 
produced by right prices and good 
value geared to current demand. 
The days of easy money and easy 
sales, for all of us, are coming to 
a close. If we in the home build- 
ing industry understand these 
things, and act accordingly, we 
should have an excellent year in 
1950—unless the nation’s economy 
as a whole goes sour. 
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NEW MOVIE Loaned Free! 


16mm. Color-sound 














“LUMBER FOR HOMES”... The absorbing 
story of the use of lumber in home construction— 
with emphasis on the role of the retail lumber 
dealer. Fast-paced. Colorful. Informative. Profit 
by showing it to customers and prospects—con- 
tractors, builders, clubs and civic groups. Send 
coupon for descriptive literature on movie. 





NEW BOOKLET Free! 


8 pages — Full Color 


“BE SURE WHEN YOU BUILD”. . . Beauti- 
fully illustrated with full color photographs of 
actual homes. Dealers report that this is the finest 
sales aid ever developed by the lumber industry. A 
booklet you’ll be proud to give your customers or 
prospects. Available in quantity without charge. 
Use the coupon below! 
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NEW ADVERTISING 
SERVICE Free! 


15 Newspaper Mats — 
Various Sizes 


“LUMBER DEALERS’ 
ADVERTISING SERVICE” 
... Use this new series of 15 | “<== 
nats in your local newspaper 
or for making up handbills. 
Aimed at both farm and 
general trade. Designed to 
tie in with West Coast 
Woods’ current national 
campaign. Send coupon be- 
low for folder of proofs. 






WHEN You 
PLAN TO BUILD 


YOU CAN 
BUILD Your 





FALER'S Name 


FOUR OF THE WORLD'S FINEST WOODS +++ SELL THEM BY NAME 


WEST |) omc 
CAT CO0ar emLoc 
COAST | Western Red Cedar 


Sitka Spuce 


Lumber of Quality Advertised Nationally by West Coast Lumbermen’s Assn. 
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ALL THESE NEW SELLING 
AIDS ARE FREE! 


..-and every one features the retail dealer! 


ORDER THEM... 

USE THEM... 

PROFIT BY THEM... 

FILL OUT THE COUPON... 


“Today! 


seen anee oer ee are ee eee Se Sees leis | 





West Coast Woods Promotion 
1410 S.W. Morrison, Room 734 
Portland 5, Oregon 


Please send me the following FREE material: 
(CD Descriptive literature on movie *‘LUMBER FOR HOMES."’ 








oO copies of booklet ‘‘BE SURE WHEN YOU BUILD."' 
(CO Copy of latest ‘LUMBER DEALERS’ ADVERTISING SERVICE."' 
Name —_ 

0 a a ee 

_, ocean Zone State me 
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FRAMING SECTIONS, accurately made and clearly identified 
are shown here, ready for rapid raising. Note how plumbing, 








electrical, and gas leads are positioned before framing of house 
is started. 















WALL SECTIONS, roof trusses, and other sub-assemblies are 
fabricated quicker and cheaper on shop jig tables. Pre-cutting 
and pre-assembly practices, therefore, are rapidly being adopted 
as standard construction procedure. 
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Ingenuity and “know-how” in the industry 
has kept pace with the demand for quality at 
minimum cost in all phases of light construc- 
tion 


Most OF US who have followed the newspapers 
and magazines closely during the past five years 
are firmly impressed with the fact that we are living 
in an age of accelerated progress, particularly in the 
field of scientific research. Seldom a day goes by 
without some feature story or news commentary ad- 
vising in glowing terms of the development of some 
Buck Rogers gimmick or gadget that promises to 
revolutionize a product, method, or way of life. 

The constant barrage of such material since the 
end of the war has had one significant effect—to thor- 
oughly confuse most of us who find it hard to believe 
what we read, but who, on the other hand, have be- 
come convinced that nothing is impossible. 

Unfortunately, the building and materials industry 
has been singled out as a scapegoat for concerted 
propaganda campaign that has created an entirely 
false opinion about it. Claims have been made, half- 
truths told, and wild speculations projected that have 
thoroughly confused the average citizen, who has no 
way of correctly evaluating what he reads. 

Many people actually believe that modern technology 
would produce a revolutionary new type of dwelling, 
spewed from the end of production lines like corn 
from a popper, to replace the obsolete homes that 
make up every community in this country. They also 
believe that a home as we know it lacks any elements 
of engineering; that it is a haphazard affair thrown 
together in a by-guess-and-by-goodness fashion, from 
materials that are inadequate, inefficient, and too 
costly. 

This bubble has been largely exploded. Mass pro- 
duced homes have not been forthcoming in tremen- 
dous quantities. Those that have trickled onto the 
market have looked and performed like all other 
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PRE-ASSEMBLY techniques make the complete framing of a 
structure a matter of hours, speed up the entire process of 
exterior finishing. Concrete that can be poured during any 


Reduce Costs 


houses. In many cases, trying to meet the lowest 
level of cost, these units have been far inferior to a 
conventional structure. And a comparison of costs 
has indicated that dollar for dollar, an equivalent con- 
ventional home affords more quality, efficiency, and 
life-expectancy. 

But the idea still persists that conventional methods 
and design are out of date, and far too expensive. 

On the basis of clear, cold fact this is not true. 
There is nothing old fashioned about the materials’ 
industry, and a properly constructed conventional 
house is as scientifically engineered as any other 
present day product. And recently perfected methods 
have increased even more the efficiency and economy 
of home construction. 

It is regrettable that more of the truth has not 
been told; that the fascinating story of research and 
production ingenuity within this industry that con- 
tributed so significantly to the winning of the war, 
is not common knowledge. 

Nor is this industry standing still now. All products 
are under constant scrutiny and study from the 
standpoint of higher quality and lower cost, the same 
as in all other fields of endeavor. Hand-in-hand with 
this are certain innovations in construction methods 
and procedures that have led to move value for the 
Cost. 

Since these methods are gaining in acceptance, and 
since they have an important bearing on the service 
of the retail lumber and building products’ dealer, we 


wil! review them briefly in the following paragraphs. 


MODULAR COORDINATION 


While modular coordination is not new, it has be- 
come more widely accepted in recent years. Briefly, 
the system is merely the coordination of all dimen- 
sio's of a structure to conform to a modular pattern. 
It has been found that a house conforming to the 
Sysiem ean be constructed with a minimum of cut- 
tine and waste of materials, and a consequent saving 
of man hours. 

Tne basic unit of measurement to which building 
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season—any temperature, has done much to place house con- 
struction on a year round basis. 





materials and room dimensions are coordinated is 
four inches. This is referred to as a module. For 
convenience, the unit used in designing a house is 
either 16 inches (4 modules) or 4 feet (12 modules). 

The unit measurement for masonry products is 
usually 4 inches; that for insulation board, wall board, 
and other sheet material, 4 feet. 


PRE-CUTTING AND PRE-ASSEMBLY 


One of the principal techniques studied in recent 
research projects of the Small Homes Council of the 
University of Illinois is pre-cutting and pre-assembly. 

It has been found that much delay, expense, and 
inefficiency of construction methods is due to the cus- 
tom of cutting and fitting each piece of building ma- 
terial from measurements taken as the work progress- 
es. This is an indirect result of working from incom- 
plete plans and specifications. 

Savings can be made by cutting from dimensions 
taken from drawings or framing layouts. Complete, 
accurate, and carefully engineered working drawings 
are the first step, and one of the most important, in re- 
ducing building costs. 

The site assembly of roof trusses, wall panels, gable 
ends, and other units prior to their incorporation into 
the house, follows pre-cutting as a natural step, and 
has been found to effect major savings in assembly 
time. It has been proved that it is easier and more 
efficient to work on a flat surface than in a vertical 
position from scaffolds or ladders. 

Many dealers throughout the country have engaged 
in pre-cutting and pre-assembly practices, either in 
connection with houses that they were constructing, or 
as a service to their contractor customers. 

The practice has merit from several standpoints. 
First, the pre-cutting of components and the fabri- 
cation of certain assemblies’ lower overall construc- 
tion costs without sacrifice of quality. Secondly, it 
enables a small builder to compete with a large project 
contractor who, in many instances, developed these 
practices on his job site. Third, it increases the im- 
portance of the retail dealer in the house construction 
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picture, and discourages the contractor from trying 
to by-pass him in buying materials for the homes he 
builds. 

INTERIOR FINISHING 

Carrying the idea of preassembly a little further, 
it has been found that substantial savings in construc- 
tion time can be accomplished by finishing off the 
interior walls, entire ceiling, and floors before any 
interior partitions are set in place. This permits the 
finishing of wide expanses of area in one operation, 
rather than the piecing, fitting, and assembly of the 
small units that comprise a completely partitioned 
area. 

Results of studies with the Industry Engineered 
House also revealed that a single utility wall effects 
time and money saving efficiencies. This requires de- 
signing the house with kitchen and bathrooms back- 
to-back, which in most cases is easy to do. If the house 
is designed with a basement, laundry fittings should be 
placed immediately below the plumbing on the first 
floor. 

HEATING 

Many advances have been made in recent years in 
the field of house heating. With the growth of popu- 
larity of the basementless house with the first floor 
utility room, it became necessary to develop smaller, 
more compact units of higher efficiency. Many such 
units are now on the market. About the size of a re- 
frigerator, they have high capacity outputs for heat- 
ing even the rambling type of ranch home. 

Radiant heating, too, is gaining in use, particularly 
in the slab foundation structure. It has been found 
that these systems, when used in conjunction with 
lightweight insulating aggregates, are highly efficient 
for both home and commercial-structure heating. 

Engineers of the Clay Products Association have 
recently announced the development of a funda- 
mentally new method of radiant heating using forced 
warm air instead of metal tubing and hot water. 

This is accomplished with four simple units, two 
types of floor block and two types of clay duct. Known 
as the RadianTile system, the blocks form continuous 
panel heating over the entire floor area as well as 
provide an attractive finished floor for the rooms. 

Forced warm air from the heating unit is carried 
to the floor ducts through larger clay supply ducts 
beneath the floor. This warm air flows through the 
channels in the floor blocks and enters return ducts 
which carry it back to the heating plant for recircu- 
lation. 


46 
























The system has been thoroughly tested over several 
winters, and perfected to a point where it will soon be 
produced and distributed generally to the industry. 
FUNCTIONAL SERVICE 

Much has been said and written in recent years 
about functional designing of homes. It is the argu- 
ment of many designers that proper space utilization 
has never been properly designed into a home. They 
maintain that a standard living room is a statically 
planned room that lacks the flexibility necessary for it 
to efficiently serve as a family recreation center. 

There is considerable logic to this argument. Un- 
fortunately most of the designs presented thus far 
have been radical in style, and home buyers are very 
reluctant to purchase any innovation that they feel 
is in any way a fad. 

It is quite reasonable to believe that the functional 
approach to house designing will increase in popu- 
larity. In other words, more and more homes will be 
built with sliding room partitions, built-in facilities 
that fold or slide out of sight when not in use, and 
other features that afford maximum utilization of 
space at all times. 

CLIMATE CONTROL 

Carrying the functional theme even further, a note- 
worthy study of climate control as it pertains to home 
design, location, arrangement, and furnishing is now 
being conducted by House Beautiful magazine. 

The project will define the numerous American 
climates in terms of how they affect housing and land 
development, and to develop homes that are properly 
designed to reduce the stresses and strains of climate 
on the occupants and the structure. 

As an example of the significance of this research, 
it was found in the compilation and analysis of hourly 
wind data that some climates do not have any true 
prevailing winds—that in some areas winds are s0 
variable during a 24 hour period in certain seasons 
that it completely invalidates the current practice of 
using prevailing winds as a design guide. 

It was also found that the wind direction in periods 
of extreme temperature is very frequently not from 
the prevailing direction. This reveals how useless it 
is to orient a house to the prevailing winds on the 
theory it would provide comfort in a heat wave. 

The purpose of this research is not to develop new 
inventions or products. Rather it is to learn how to 
more accurately apply the products and techniques 
that now exist. Actually the use of the word climate 
as used in connection with this study is synonymous 
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with environment. Elements that will be analyzed 
are light and glare control, sound control, wind con- 
trol, humidity control, sanitation control, temperature 
control, disaster control, insect control, snow, freeze, 
and thaw control. 


THE EXPANSIBLE HOUSE 


The idea of building expansible homes is certainly 
not new, but never before has it been more necessary 
or advisable to do so. While many thousands of 
small homes have been built by far-sighted builders 
to compete with the pressing demand for minimum 
cost units that were designed with an eye on future 
expansion, many others have constructed minimum 
houses that will be extremely difficult and costly to 
enlarge. 

There is no reason to predict that the home con- 
struction is anything but bright in the immediate 
future. A strong demand for new homes still exists, 























| Diagram showing typical cross section detail in a <2 N 
a RadianTile panel heating system. Na 




















IMPROVEMENTS in all types of heating systems have kept 
pace with other phases of the industry. Here is shown a devel- 
opment by the Clay Products Association that offers radiant 
heat using foreed hot air. 
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and while it is reported from many sections of the 
country that they are harder to sell than they were, 
the market is there. 


Obviously, however, the day is at hand when a 
prospective home buyer can shop around among newly 
constructed units for the one that in his opinion, offers 
him the most in value and service. 


With this condition existing in every other com- 
munity than one where shelter is still critical, it is 
well to keep in mind that the greatest potential for 
home sales is with the young couple or young family. 
To these people the expansible feature is highly im- 
portant for family requirements invariably change, 
and the unit that the young couple can afford today 
will be inadequate in a few years. 


PARTICIPATING LABOR 


Another interesting outcome of. recent years is the 
sale made to the buyer who builds it himself. In many 
communities the shell house has been an excellent 
seller, for it seemed that there were many men in- 
terested in doing a major portion of the construction 
work themselves. 


One of the handicaps to this type of construction 
has been the difficulty in getting mortgage loans on 
them. Few lending institutions viewed the shell 
house with favor, and while there were a large num- 
ber of willing purchasers, most of them lacked the 
necessary cash to finance the project themselves. 

Nevertheless, one thing has been proved. There is 
a market for buwild-it-yourself houses. As yet the 
mechanics of meeting the market have not been 
worked out. It is a trend that should be carefully 
studied by financing agencies from the standpoint of 
working out a satisfactory mortgage plan. 

There are many hundreds of other new develop- 
ments in construction methods and practices. Some 
of these have been tried in local areas, found satis- 
factory, but have not as yet been projected to the 
industry generally. Others are in the process of de- 
velopment. Still more are being worked out in re- 
search laboratories and drafting boards. 

Can the industry meet the needs of the times? 
Indeed it can. Indeed it has through the history of 
this country. So long as it is permitted to operate 
unfettered and unincumbered, it will continue to 
supply the requirements of the market with the best 
and the cheapest product that human ingenuity can 
produce. 
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Dealer Forecast for 1950 


How wages, taxes, inventories, credits and other economic 
factors may tip the profit scale at your consumer counter 


A® FORESEEN in the December 18, 1948 issue of 
AMERICAN LUMBERMAN, 1949 became the year of 
small houses. We pointed out then that if the light 
construction industry came up with efficient designs 
and made full use of labor saving methods and ma- 
terials, no real buyer’s market would materialize. This 
year’s housing developments, particularly in the second 
half, have fully justified the forecast. 

We believe there has been too little explanation to 
the public of the reasons for the record-breaking 





SMALL HOUSING will continue to be important but look for 
added emphasis on the $10,000 to $15,000 class of privately 
built housing also. These individual sales are dealers’ meat. 
Be prepared to offer advice and services to control the sale of 
these jobs. 


number of house starts and the unprecedented high 
level of construction through the late fall months. It 
is a situation for which the light construction in- 
dustry should be justly proud, and for which the in- 
dustry—representing free enterprise at work—should 
receive full credit in the eyes of the public and govern- 
ment. 

The tendency—even among industry publicists—to 
explain construction activity in terms of purchasing 
power, employment, pent-up demand, family forma- 
tions, and other broad economic facts, neglects the 
great contributions of the light construction industry 
itself in bringing about the current record-breaking 
number of starts. The economic facts set the stage 
for the record, but a hard-hitting, progressive build- 
ing and materials industry made the record. Let’s 
not let the public forget it! 


HOW RECORD WAS MADE 


Manufacturers, in 1949, saw results from a two- 
pronged battle they have been waging. First, through 
increased economies from production methods and 
enlarged facilities, they not only licked materials 
shortages but also managed to effect a general price 
reduction in the face of increasing costs. Second, in 
1949 the home building industry was greatly helped 
in reaching the vast lower-cost house market by the 
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HOME BUILDING BY YEARS 
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flood of new and improved materials which manufac- 
turers have developed through research. These ma- 
terials have helped the builder cut costs of construc- 
tion. They also meant vastly better housing than was 
previously available. The effect these new and better 
materials have had in reducing housing costs should 
be a stern rebuff to irresponsible charges of industry 
backwardness. 


The Wholesalers’ Part 


The wholesaler has taken on the added responsi- 
bility of carrying more of the dealer’s inventory and 
of providing quicker, more efficient delivery service. 
This in turn has made it possible for the dealer 
to pass on industry savings to the consumer. 

Also, the wholesaler has overhauled his selling or- 
ganization to do a more thorough job of disseminating 
product information to the dealer and the public. 

Such everyday facts of business life don’t make in- 
spired reading, but they are vitally important chapters 
in the story of a record house-building year. 


The Dealer 


The year 1949 found the lumber and building ma- 
terial dealer playing a vital and energetic part in the 
light construction industry. 

The retail dealer is the fountainhead through which 
the varied and multitudinous materials that go to 
make a house flow from the manufacturers to the con- 
sumers. His sales are the sales that go to build 
houses. 

In recent years the retail dealer has become far 
more than a mere store keeper where goods can be 
bought. He has become a building products mer- 
chandiser. As such, he assumes tremendous import- 
ance in getting the manufacturers’ better and cost- 
cutting products into the hands of the nation’s con- 
tractors and home owners. 

The job is vast and complex. As the focal point of 
the light construction industry, the building products 
merchant must choose those products for his shelves 
that will give his customers modern convenience, value 
and lasting satisfaction. He must provide council and 
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often detailed help in such matters as house planning, 
financing and construction supervision. Problems 
brought up by the remodeling and farm markets mul- 
tiply the scope of the dealer’s job. 

To be sure the consumer knows about the modern 
products and construction methods available, - the 
dealer has expanded his use of advertising and con- 
sumer services. 





DEALER PRE-CUTTING of materials with power equipment 
has been one of many means used to hold down housing 
costs. Pre-cutting has also helped owners build own homes. 


At the same time, the dealer has been making in- 
creasing use of better buying and inventory methods, 
more efficient material handling equipment, and im- 
proved store and yard layouts. 

This year was an outstanding dealer year because 
all the above progressive steps reached a stage na- 
tionally that made the dealer more than ever the key 
factor in getting housing into the hands of the con- 
sumer. Dealer sales of packaged homes, including ma- 
terials, labor and financing, plus his improved adver- 
tising and selling techniques, has snow-balled housing 
starts. Better material handling and business meth- 
ods have made it possible for him to keep material 
prices within the range of lower-cost housing. 

Perhaps the most heartening part of the dealer 
picture is mirrored in the fact that lumber dealers 
are just now in the full swing of the change-over from 
Shop keepers to merchandisers. We believe the swing 
will continue until lumber dealers have become per- 
haps the most progressive group of retail merchants 
in the country. 


Trade Publications 


AMERICAN LUMBERMAN, as befits the largest and 
most progressive magazine in the building materials 
dealer field, has been the leader in reporting such 
trends as consumer selling, package sales, better stores 
and yards, and progressive business methods. Backed 
by 76 years of experience in the lumber and building 
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materials field, it has been the constant aim of 
AL&BPM to interpret intelligently, constructively, 
and where necessary, critically, every phase of the 
light construction industry. AMERICAN LUMBERMAN 
does not jump on the bandwagon of every fair weather 
project but instead steers a sound course to guide the 
industry, and in-particular its reader-dealers, in offer- 
ing better products and services to the home buying 
public. With its basic understanding of dealer needs 
and problems, AL&BP will continue in 1950 to offer 
its sound industry leadership. 


Other Factors 


Dealer and manufacturer associations were instru- 
mental in 1949 in spreading product information, 
creating good public relations and coordinating the 
aims of the light construction industry. Particularly 
noteworthy was the increasing association interest in 
industry-wide research covering new products, 
product use, and construction methods. 

With banks and building and loan companies mak- 
ing easier money available for lower-cost housing, 
and contractors bending their efforts in the same di- 
rection, we have a rounded picture of the light con- 
struction industry and an insight on how it accomp- 
lished a record-breaking house building year. 

With this background, what can the dealer expect in 
1950? 


THE OUTLOOK FOR 1950 


We look for 1950 to produce nearly as much physi- 
cal volume of business as in 1949. At the same time, 
we expect dollar volume to be down perhaps six or 
seven percent. Dollar decline will be accounted for by 
the combination of a slight physical decline, plus price 
cuts due to better supply and more efficient operations 
at both manufacturer and dealer levels. 

We look for at least two shifts in market emphasis. 
First, the progressive dealers who are doing a sound 
job with package and consumer selling will get a pro- 
portionately bigger share of the sales in 1950. The 
minority of dealers who have been tardy in moderniz- 
ing will get a proportionately smaller share. 

Second, and directly tied to the first point, we ex- 
pect some rather marked shifts in types of sales. We 
look for a continued high volume of low cost housing, 
but not so much as this year. The major decline in 
starts in this field will be in the second half of 1950. 
On the other hand, we foresee a substantial increase 
in the number of private contract houses in the $10,000 
to $15,000 class. Homes built by owners, with dealer 
supervision and precut materials, while not being a 





BE PREPARED for a strong market in this type house. Many 


middle-class buyers have been waiting for a stable market. They 
are now ready to buy custom built houses in the $10,000 to 
$15,000 range. Sharpen up your service-type selling to reach 
and control this market. 
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major influence, will continue to increase in number 
and help maintain volume. 

At the same time, the repair, remodeling and farm 
markets all have a potential in 1950 only slightly less 
than in 1949. But they will be harder to sell. Hence, 
while some dealers may show sales declines of 10 to 20 
percent, the progressive dealers equipped to do a real 
selling job will maintain their volumes and in some 
cases expand. 


SPECIFICALLY 


MATERIALS: Supply generally will be better than 
this year, particularly in the second half. West coast 
woods, Western pine, Southern pine, and fir plywood 
will have occasional spells of tightness until well into 
the summer. By the time the tremendous number of 
late fall starts have been completed, with their conse- 
quent drain on lumber supplies, we shall be into the 
spring building upswing. Hence mills will not build 
up too big a backlog until they are well into the sum- 
mer production period. There is no reason to expect 
other shortages except occasional local shortages of 
cement and perhaps scattered tightness of some steel 
products. 

Material prices will hold firm until the latter part 
of the summer. Lumber and lumber products will be 
firm until that time. Then any drop will be only slight 
—perhaps five percent for the year. Other building 
materials may drop as much. But there can be no sub- 
stantial price decline as long as costs are so firmly 
pegged. Some lumber, plywood and flooring prices may 
rise temporarily as regional shortages crop up. But 
such rises will not last. 


LABOR: All necessary construction labor will be 
available. We look for a steadier labor picture gen- 


erally, with fewer strikes. 

Pay increase demands will be token, and generally 
successfully resisted this coming year by industry. 

MARKETS: We look for from 850,000 to 900,000 
non-rural house starts in 1950. The biggest part of 
these will be in the $5,000 to $9,000 class, but there 
will also be more $10,000 to $15,000 houses built this 
year. In both classes there will be more houses bought 
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DEALERS HAVE contributed in many ways to making 1949 a 
record year. One way was to cut operating costs through mod- 
ern material handling methods. Savings were passed on to the 
consumer. 


90 


FARM SALES in 1950 will tend to concentrate on building 
that will show a return on investment as compared to the large 
amount of house building and modernization in recent years. 
Intimate knowledge of farm problems plus aggressive selling 
will be important. 


on order than in previous years. A substantial number 
of prospects have been waiting for lower prices. They 
are now convinced a price plateau has been reached, 
that prices are in line, consequently will buy. 


Farm Market 

Farm buying of building materials will certainly be 
less than last year. Decline will occur in what might 
be called luxury market; remodeled kitchens, relatively 
elaborate houses, etc. But the basic farm market is 
still huge. Machine sheds, barns, grain storage and 
other use buildings, plus more modest home remodel- 
ing and repairs, will result in farm sales perhaps eight 
percent under 1949. 

As in the case of the house market, progressive 
dealers will get a proportionately bigger share of the 
sales this year than last. Farmers will have to be 
sold; they won’t be asking to buy in 1950. 


Repairs and Remodeling 

Here is the biggest question mark. The potential 
here is so huge that more than a small percentage of 
the market has never been tapped. We look for this 
market to be nearly as good as this year for two 
reasons. First, there are now so many alert merchan- 
dising dealers in the field that we will see much better 
over-all selling than ever before. And this market 
takes selling. Second, the houses built from 1945 to 
1948 will begin to require maintainance and upkeep 
work, and in a great many cases garages that were 
not supplied with the original house. We foresee little 
if any decline in the volume of materials sold in this 
market, perhaps four or five percent decline dollarwise. 


Commercial Market 

We look for less commercial new building (garages, 
theatres, stores, and so forth) but maintainance and 
repair in both the commercial and industrial markets 
will be about equal to 1949. Purchasing agents will be 
more price conscious. 


WATCH THESE IN ‘50 


These subjects may affect your day-to-day operations. Through- 
out 1950 AL&BPM will keep its readers fully informed on these 
problems and many others with timely, authoritative coverage. 


WAGES: No increase except as caused by the 75c 
minimum wage law. This will not affect most dealers. 
Labor will tend to become more productive. 

TAXES: A nip and tuck battle in Congress between 
more taxes and economy. We foresee a stand-off. Not 
much economy, but no tax increases. 

MATERIAL COSTS: Will not show weakness until 
late summer, then gradual and slight. 


INVENTORIES: Many dealer sales were lost in 
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1949 due to fear of inventory losses. Dealer’s key 
advantage in selling is inventory on hand. Keep a 
firm hand on stocks, but keep sufficient inventory on 
hand to service customers. Little chance of inventory 
losses, at least in first nine months. 

BUYING: Last minute buying will be costly. Analy- 
sis of sales potential by three months periods, buying 
accordingly will be helpful. Use caution in fourth 
quarter. 

CREDITS: Double-barreled for 1950. Many more 
credit accounts will be needed to maintain volume. 
And more poor credit risks will be trying to buy. 
Means closer inspection of credit sales will be neces- 
sary, but be careful not to turn down the good ones. 
Instalment sales help here. Keep right on top of book 
accounts over 60 days. Use association collection 
services before it is too late. 

ADVERTISING: Every dollar wisely spent here in 
1950 will return many fold. Use of an agency can 
insure wise spending. Two percent of sales is not 
too much to plan on. Manufacturers’ aids can snow- 
ball the effect. 


PUBLIC RELATIONS: Very important. A public 
aware of your good deeds will think of you when it 
comes time to buy. 

PUBLIC HOUSING: Mainly mass produced with 
sharp buying. We don’t see much profitable business 


| here for the dealer. 


PUBLIC FARM HOUSING: Right down the dealer’s 
alley. Keep in close contact with local officials. There 
is no reason you cannot help initiate these sales, get 
in on the ground floor. 


on 


NEXT YEAR will call for careful buying, inventory control, 
and credit policies. Analysis ahead of time of market potentials 
and a constant check of accounts receivable will be a must to 


end the year in good shape. 


dry 
LILDING Propucts MERCHANDISER 





YOU CAN'T TELL 
WHERE A SKI-JUMP 
WILL LAND YOU 


But You Can Depend 
On Rosboro 
For Quality Lumber 


A wrong move can mean a _ head-over-heels 
spill—or worse—in skiing. In buying lumber 
it can be costly, too. So, make the right move 
today. Do as more and more dealers are doing 
—come to Rosboro for your lumber. 


Rosboro timber is old-growth Douglas Fir and 
West Coast Hemlock. The Rosboro plant was 
designed and built to cater to lumber yards. 
You can order in straight cars or mixed cars 
that are tailor-made to meet your needs. 


Rosboro assures you the best in service and 
building lumber—dimension, small and large 
timbers, boards, D&M, shiplap, finish, trim, 
mouldings, ceiling, siding, flooring, porch step- 
ping, etc. Let Rosboro show you how well it 
can meet your needs, 








QusbOR, 


Douglas Fir 
West Coast Hemlock 


UN UU Ue 


SPRINGFIELD .- OREGON 








Manufacturers’ Groups Map Promotion 


Slides Will Show Proper Use of Each Building Product 


The Producers’ Council, Inc., na- 
tional association of building mate- 
rial manufacturers, is planning a 
visual aid program on construction 
methods to teach the use of mate- 
rials. A set of slides is being pre- 
pared to show graphically the na- 
ture and use of each major type of 
building product. 

The program was originally 
started for use in the schools of 
architecture to help train students 
on the practical side of construc- 
tion. However, review of the slide 
sets already prepared, indicates 
that it would be extremely useful 
in other places. At the present 
time, for example, one of the sets 
on cavity wall construction is being 


SLIDES from the Producers’ Council, Inc. 
will illustrate the proper use of materials. 
These slides will be available for univer- 
sity short courses sponsored by NRLDA. 


used as an apprentice training aid. 
Other sets are being used as sales 
training aids in the participating 
companies. 

In addition, it is also planned to 
offer this material to the lumber 
dealer short courses being spon- 
sored by the National Retail Lum- 
ber Dealers Association and the 
Producers’ Council. 

The visual aids developed so far 
do an excellent job of showing 
where, how, and why a material 
should be used, limitations of its 
use, and the results of an improper 
installation. With this background, 
original uses of a material or ma- 
terials can be more readily and 
easily developed by the salesman. 


Trussed Rafter Exhibits Ready for Dealer Conventions 


For 1950 the National Lumber 
Manufacturers Association, and its 
affiliate Timber Engineering Com- 
pany, have a wide range of activi- 
ties to aid retail dealers in residen- 
tial, farm building and other mar- 
kets, according to R. A. Colgan, 
NLMA executive vice-president. 

Exhibits at eight dealer conven- 
tions will feature trussed rafter 
construction for homes with an 
offer of a movie film on rafters for 
dealers to show their contractors 
and architects. Dealers will also 
benefit from an architectural de- 
sign contest covering an all-wood 
garden type apartment. 








TRUSSED RAFTER construction for the 
home is dramatized by. movies available 
from NLMA. Exhibits featuring truss 
rafter construction will be shown at eight 
dealer conventions in 1950. 


For both homes and farm build- 
ings a wide range of literature 
with counter displays will be of- 
féred dealers on the use of framing 
anchors for remodeling and new 
construction. 


In other fields of interest to deal- 
ers will be new sales literature fea- 
turing schools built of wood, 
churches, recreational buildings, 
industrial and warehouse construc- 
tion. 


Close contacts will be maintained 
with dealers in developing prospec- 
tive business in public housing and 
rental housing at military bases. 


Smart Window Displays Developed by National Paint, Varnish & Lacquer Association 


The National Paint, Varnish and 
Lacquer Association has developed 
a 12-month sales promotion for 
paint and related items for 1950. 
This will include a complete win- 
dow display together with photo- 


CARICATURE FIGURES such as these 
will be included in the window display 
material supplied by the National Paint, 
Varnish & Lacquer Association. Other 
figures, banners, cut-outs, and streamers 
will be included in the monthly service. 
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Plans to Boost Dealers’ Sales 


graph, ‘astructions and all neces- 
sary material. Six of the displays 
will tie in with the national adver- 
tising, and six will be special paint 
promotions. The service is offered 
on a year’s contract basis. 

Unique display ideas have been 
created and received wide and 
favorable comment when displayed 


at the convention in Atlantic City 
and at the Retail Paint and Wall- 
paper Distributors meeting. Un- 
usual caricature figures with three 
dimensional appearance, painter 
figures, cut-outs, banners, stream- 
ers and other display ideas are in- 
cluded. . A complete package will 
be sent each month to those sub- 


scribing to the service. 

Two major paint promotjons are 
planned for 1950, one in the spring 
and one in the fall, and both of 
these will contain the material in- 
cluded in the service. The Clean- 
Up Paint-Up Fix-Up display easel, 
with colored blow-ups to be in- 
serted, is included in the material. 


Oak Flooring Promotion Aimed at Three Consumer Groups 


The National Oak Flooring Man- 
ufacturers’ Association has laid 
plans for a vigorous and well 
rounded promotional program in 
1950. 

Demand during 1949 held up ex- 
ceptionally well, particularly in the 
latter half, when it consistently 
topped the record pace of last year. 
With another good home building 
year in prospect, lumber dealers 
should have an opportunity for 
continued profitable operations in 
oak flooring. 

The Association’s promotional ef- 
forts, supplementing those of indi- 
vidual manufacturers, will include 
both advertising and publicity de- 
signed to reach the three consumer 
groups involved—present and pros- 
pective home owners, builders and 
architects. 





THIS is one of a half dozen room set- 
tings which will be featured by the 1950 
advertising and publicity programs spon- 
sored by the oak flooring industry. 


In leading consumer magazines, 
attractively illustrated advertise- 
ments will emphasize the numerous 
advantages of oak flooring—hbeau- 
ty, durability, style adaptability, 
ease of maintenance and economy. 
Appropriate appeals will be made 
to builders and architects in major 
trade journals. 

Additionally, thousands of cop- 
ies of an attractive four-color 
brochure will be distributed to 
prospective home buyers to show 
graphically how fine oak flooring 
beautifies a home. Demand will be 
further stimulated by mass dis- 
tribution of a pocket-size booklet 
describing the various types of oak 
flooring available. Lumber dealers 
will be urged to obtain quantity 
copies of this literature to employ 
as point-of-sale aids. 


New Public Relations Program Ready to Stimulate Use of Metal Lath 


To stimulate interest of builders, 
architects, engineers, designers, 
and contractors as well as prospec- 
tive home owners in metal lath and 
its multiple uses, the Metal Lath 
Manufacturers Association of 
Cleveland, Ohio is planning an in- 
tensive public relations program in 
1950—a program geared to 
spurring an even greater demand 
for this product and one which, for 
the most part, must be satisfied by 
building supply’ dealers. 

For example, the Association will 
Publish Metal Lath News, a pic- 
ture-style magazine depicting the 
advantages of utilization of metal 
lath as a plaster base in forming 
Spa-e-saving, cost-cutting nonbear- 
ing partitions for modern ceiling 
construction, and its adaptability 
to « virtually unlimited range of 
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ADVANTAGES of metal lath as a plaster 
base will be emphasized in a_picture- 
style magazine, The Metal Lath News, 
to be published by the Metal Lath Manu- 


facturers Association. 


interior decorative treatment pos- 
sibilities. To be issued quarterly, 
the magazine will be sent to some 
17,000 architectural, building and 
construction executives who influ- 
ence the specification and purchase 
of metal lath. 


Another phase of this enlarged 
promotional - educational program 
calls for preparation and placement 
of editorial feature articles, pic- 
tures, news releases, etc., for build- 
ing page and real estate editors of 
225 newspapers throughout the 
country, as well as for a host of in- 
magazines. 


The Association will also partici- 
pate in the 1950 training course of 
the National Retail Lumber Deal- 
ers Association for retail store and 
yard personnel. 
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New Promofion Placard Offered by Northern Hardwood Flooring Manufacturers 


Northern Hardwood Flooring 
Manufacturers are expanding their 
program to help lumber dealers in- 
crease volume and profits on maple, 
beech and birch flooring. 

An attractive promotion placard 
with maple flooring base is now 
available for display purposes in 
dealer offices and exhibit rooms. 
This promotion follows the recent 
distribution in quantities of two 
dealer-aid leaflets to lumber and 
material dealers throughout the 
country. A more elaborate promo- 
tion campaign will get underway in 
1950. It will be designed especially 
to give the dealers every possible 
assistance in selling northern hard- 
wood flooring. 

A recent survey made by the as- 
sociation found lumber dealers in 
all sections of the country appreci- 
ative of the promotion plan. Here 
is a brief description of the display 


Foo’ with genuine 
NORTHERN 
HARD MAPLE 


: omy, 
for lasting econ 


e! 
beauty and endyranc 
ed : 


THIS new placard is now available for 
dealer use. ° 


placard: 
Base—Three 10” strips of 
25/32” Northern Hard Maple 


Flooring — glued joints — attrac- 
tively finished. Slotted in center 
to hold placard. 

Placard—Size 814” by 13°4”— 
Printed in three colors—features 
Hard Maple _ leaf — illustration 
showing underside of flooring— 
easy to read hand lettering. 

Copy—Calls attention to North- 
ern Hard Maple as lifetime flooring 
—its lasting economy, beauty, en- 
durance, cleanliness, resilience and 
ease of finishing or refinishing. 

The two leaflets available to lum- 
ber and material dealers are Where 
Second Grade Means Excellent and 
Use Third Grade For Economy at 
no Sacrifice of Serviceability. 
Write the Maple Flooring Manu- 
facturers Association, Oshkosh, 
Wis., for list of manufacturers 
making the distribution of the leaf- 
lets and the promotion display 
placard. 


Dramatic Motion Picture Available from West Coast Lumbermen’s Association 


The West Coast Lumbermen’s 
Association promotion program 
during 1950 will be devoted to 
stressing the merits of wood over 
those of competing materials. 


The value of this promotion is 
that it is designed to tie in a local 
dealer’s efforts with a continuing 
national campaign. The consumer 
is reminded of the local dealer by 
the national promotion and when 
he sees similar promotion and ad- 
vertising matter being used by the 
local dealer he is impressed with 
the fact that that dealer is a part 
of such a large campaign. 


These lumber promotion dealer 
aids include over 100 different free 
advertising mats with a variety of 
sales appeals for general as well 
as farm trade. Continuous use by 
the dealer of the colorful and in- 
formative free literature furnished 
by the Association for distribution 
to customers is encouraged. Scien- 
tific and profitable farm buildings 
are covered in a book available at 
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MERITS of wood over competing ma- 
terials will be stressed by West Coast 
Lumbermen’s Association promotion pro- 
gram. 


reduced quantity rates for sale by 
the dealer. 

Backing up all this individual 
dealer promotion assistance is a 


continuing national advertising 
campaign appearing prominently in 
key magazines, 

Behind the scenes is a constant 
campaign to keep building codes 
abreast of new developments in 
wood; assistance to architects and 
industrial designers, public rela- 
tion publications, news items and 
visual aids, improvement and main- 
tenance of lumber manufacture 
and grading, cooperation with lum- 
ber and dealer training schools and 
technical advice to Douglas fir re- 
gion tree farm owners towards 
improving and perpetuating the 
forests. 

Now the West Coast Lumber- 
men’s Association offers the newest 
lumber promotion movie on _ the 
scene. This sound color 16 mm 
movie with a running time of 20 
minutes, titled Lumber for Homes, 
is a first in its helpful approach to 
the problems of the dealer and the 
home builder. It will be available 
for any group showing after Jan- 
uary, 1950. 
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Farm Movie Will Dramatize the Use of Asbestos Cement Products 


Increased use of motion pictures 
and visual aids are on the promo- 
tional program of the Asbestos- 
Cement Products Association for 
1950. Its public relations program 
will be continued on an augmented 
scale, with the primary purpose of 
helping retailers in their merchan- 
dising problems. 

Distribution of the motion pic- 
ture, The Ropp Farm Story, will be 
stepped up 50 percent through the 
addition of new prints. The film, 
in color and sound, is being shown 
at farm group meetings and in 
agricultural classes. Black and 
white prints were televised over 25 
stations in 1949. That distribution 


SCENE from the motion picture, “The 
Ropp Farm Story,” which is being used 
to show farmers how old farm buildings 
can be restored to usefulness. 


will be continued. 
More than a million and a half 
persons already have seen how 


Farmer Ropp-gave new life to his 
service buildings and home with 
asbestos-cement roofing and siding 
shingles. 

A new sound slide film, Building 
With Corrugated Asbestos-Cement 
Sheets, will be made available to 
architectural groups and college 
engineering classes after the first 
of the year. 

To help dealers do a better job 
of merchandising, the association’s 
secretary, Chester C. Kelsey, is 
scheduled to appear on a number of 
lumber dealer convention programs. 
He will present an analysis of suc- 
cessful sales promotional programs 
adaptable to lumber retailing. 


New Dealer Guide Intended to Promote Sales of Asphalt Tile 


With demand for asphalt tile 
flooring reaching unprecedented 
levels as a result of the record- 
breaking volume of construction, 
members of the Asphalt Tile Insti- 
tute plan to intensify their promo- 
tional efforts during 1950 to help 
building products dealers push 
sales volume to even higher peaks, 


ASPHALT TILE sales will be promoted 


by a new dealer guide illustrating proper 
use. 


according to C. B. Whittelsey, Jr., 
managing director of the Institute. 

The Institute has prepared a bul- 
letin as a guide to dealers showing 
where asphalt tile should and 
should not be installed. Its use is 
recommended everywhere in all 
types of buildings with these prin- 
cipal exceptions: public toilets, dis- 
play windows, sun porches and 
glass-roofed rooms; out-of-doors 
and single wooden sub-floors. 


New Mat Service Prepared by Insulation Board Institute 


Service to the dealer will be the 
keynote of 1950 promotional activi- 
ties planned by the Insulation 
Board Institute, trade association 
of the insulating board manufac- 
turing industry. While impetus will 
be viven to stimulating sales of all 
products, sheathing and the farm 
market will come in for particular 
attention. 

An innovation both to the indus- 
try and to the building materials 
fiel’, in general will be the distri- 
bution to all daily newspapers of 


NEV insulating board mat service will 
plac prepared ads, art and copy for 
lumier dealer advertising in every news- 
Paper advertising department in the 
couniry, 
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an advertising mat _ service to 
include prepared advertisements 
ready for the dealer’s signature 
cut, art work and headings for 
dealer-prepared ads, copy sug- 
gestions and editorial material. 


A second dealer help will be the 
preparation and distribution to 
radio stations of a series of weekly 
15-minute program scripts. The 
series will have a farm theme and 
will feature news and information 
designed to make farmers con- 
scious of-the importance of good 
buildings, repair and maintenance. 
The programs will be suitable 
either for local sponsorship or for . 
presentation by the stations on a 
public service basis. 
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Television is Latest Feature of Western Pine Promotion 


Promotion of the Western Pines 
and associated woods in 1950, from 
its established base of space ad- 
vertising in consumer as well as 
trade publications, widespread lit- 
erature circulation, retail conven- 
tion exhibitions, publicity and field 
representations, will utilize the rap- 
idly growing television habit. 

The industry, through its trade 
organization— the Western Pine 
Association—has long circulated 
scores of prints of five different 
films covering all phases of the log- 
ging and manufacturing of West- 
ern Pine lumber. Normally shown 
before school, club and retail and 
small retail groups, the films now 
are heavily demanded by television 
stations and networks as _ enter- 
tainment and educational features. 


Audiences viewing a single tele- 
vision showing of a Western Pine 


TELEVISION is used to stimulate West- 


ern Pine business. 


film have totaled up to 200,000 per- 
sons in contrast to the 30-40 aver- 
age of club groups. To the re- 
tailer in those areas, the films pro- 
duce a ready-made consumer pre- 
acceptance for the Western Pines 
stemming from what amounts to a 
35 to 45-minute personal interview 
with the prospect—a far greater 
time and impact than is possible 
through any other promotion me- 
dium. 

The interview is not, of course, 
an undiluted sales message but does 
imbed the names of the Western 
Pines in the minds of the viewers 
to produce high remembrance and 
recognition factors which are be- 
ing converted into sales by alert 
dealers. 

Bookings now on file assure large 
audiences for Western Pine films 
throughout the area served by tele- 
vision. 








christmas | 


new pear 


merry 

and : 

happy 
whe 





i ). NEILS LUMBER COMPAN 


Libby, Montana 
Klickitat, Washington 











December 17, 1949, AMERICAN LUMBERMAN & 










00 per- 
) aver- 
he re- 
ns pro- 
or pre- 

Pines 
ts toa 
erview 
xreater 
ossible 
on me- 


course, 
ut does 
Jestern 
riewers 
ce and 
ire be- 
y alert 


e large 


e films 
oy tele- 


a 





MAN & 


B 





...to sell your number one line: 
Milcor Metal Lath and Accessories 


Here is completely revised information on the leading line of modern fireproof con- 
struction materials — Milcor Metal Lath and Accessories. Its 16 pages give you the 
outstanding design and construction advantages of Milcor products in brief, ready- 
reference style. And the insert price list is cross-indexed by page and product number 
for a new idea in time-saving convenience. Send for your copy now. A limited number, 
without price lists, are available for distribution to your best customers. They provide 
an excellent means of making your own job quotations. 


\ ee _\ <A steet Propucts COMPANY 


Formerly Milcor Steel Company 
4027 WEST BURNHAM STREET @ MILWAUKEE 1, WISCONSIN 


Baltimore 24, Md. @ Buffalo 11, N.Y. © Chicago 9, Ill. © Cincinnati 25, Ohio 
Cleveland 14, Ohio ® Detroit 2, Mich. ®© Kansas City 8, Mo. ® Los Angeles 23, Calif. 
New York 22, N.Y. © Rochester 9, N.Y. © St. Louis 10, Mo. 

me ee ee Se a ee eee ee ee ee ee 
oe STEEL PRODUCTS COMPANY 
4027 West Burnham Street, Milwaukee 1, Wisconsin 


Please send me a copy of the new Milcor Metal Lath 


Complete product information= and Accessories Catalog — without obligation. 





Special installation information 
MN: DINU saw scones at ene cet cree eecretensomteensemnes i aoc Sa i Re eacaee aaa 





Company Street Address 
City 
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DON ROSS 


Rich Farm Building Market Ready 
Go After It 


Dealers Who 


Intense competition demands 
greater sales effort and in- 
creased advertising in 1950 


ARDLY A MONTH polls 

around that the business far- 

mer isn’t in the market for some- 

thing available from the building 
material dealer. 


Right here I should like to re- 
view the situation regarding farm 
structures. While the grain, cot- 
ton, vegetable and fruit farmer 
does not require a large variety of 
buildings, the livestock farmer re- 
quires buildings of many types. (A 
study made by Advertising Re- 
search Foundation in May 1947 
found that the average number of 
buildings on farms of SUCCESSFUL 
FARMING subscribers is 7.9 build- 
ings including the farm house.) 


America’s farm buildings valua- 
tion in 1940, according to the Cen- 
sus, was about 10% billion dollars. 
It is, perhaps, twice that figure to- 
day. That’s an impressive, box-car 
style figure. It doesn’t mean much 
to a lot of us unacquainted with 
big figures. But when an authority 
tells me, as he did recently, that 
there are more than 50 million 
farm buildings in this country, I 
begin to comprehend. And, more 
important, when I learn about half 
of those buildings are over 40 
years old, I begin to see something 
of the opportunities ahead for ag- 
gressive building material dealers 
in farm communities. 


Many of the farm homes in this 
country were built before the de- 
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BUILDING materials dealers can supply 
the lack of insulated barns, hog and poul- 
try houses. Homes and service buildings 
are being made just as modern as the 
latest in farm machinery. 


December 


17 


BY DON ROSS 


Merchandising Manager, Successful 
Farming Magazine 


pression of 1893. Up to the com- 
ing of rural electrification, not 
much was done to improve such 
homes. But in the wake of rural 
electrification comes a wave of bet- 
ter farm living. It is sweeping the 
country, particularly that part of 
the country where there is the 
greatest concentration of high 
farm incomes. 


The money is available for all 
needed farm construction. Here’s 
the proof. Assuming farm build- 
ing valuation doubled since the 
1940 Census and is about 20 billion 
dollars today, farmers could replace 
all farm structures from the 22.3 
billion dollars in farm savings in 
1948. Look at the farm mortgage 
picture. Could the railroads re- 
place all their buildings from sav- 
ings? Could the publishing busi- 
ness do that? Do you think Gen- 
eral Motors, Westinghouse or any 
other big business could replace 
their physical structures using sav- 
ings? But that can be done in this 
business of farming. 

So much for savings. How about 
farm mortgages? They are down 
to a figure of some five billion dol- 
lars, being about a half of what 
they were at the peak some 20 
years ago. It would take about two 
months of current farm income so 
far in 1949 té wipe out all farm 
mortgage indebtedness. 


The farm family may have the 
same name as on the day of Pearl 
Harbor, perhaps live on the same 
farm. But the farm family has 
packed a lifetime of progress into 
eight years. Electricity, higher 
income, lower farm mortgages, bet- 
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Frick Belt Feedworks, Standard on All 4-Sizes | 


of Sawmills. Powerful, Positive, Rapid. 


Lowering ‘Costs Starts in the 
Woods with Frick Sawmills 


and Equipment 


To meet the new competition you need the new- 
est and most modern machinery—in the lumber 
business this means new sawmills. 











Frick All-Steel Trimmers 20 Ft. Standard 
Size. Designed to Carry 18" to 20" Saws. 











Frick Gang Edgers, Sizes 27" and 32". Swing 
14" Saws. 






Improved Belt Drive. 


Frick Sawmills 
cut the most accu- 
rate lumber and do 
it most rapidly, be- 
cause they are pre- 
cision machines. 
Timken and Hyatt 
roller bearings, ad- 
justable carriage 
trucks without end 
play, set works ac- 
curate to |/32", 
cut steel adjust- 
able rack bars 
and similar fea- 
tures make Frick 
mills preferred by 
experienced men. 


Write today 
for your copy of 
Catalog 75 giv- 
ing complete in- 
formation. 


Frick Company 
also builds air con- 
ditioning, refriger- 
ating and ice-mak- 
ing equipment. 
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WEATHER-LOK UNITS 
“------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 








The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. . Made of kiln-dried Ponderosa pine. 


. Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


S POWNA NM EL _ 
HAL R.DIXON GRANT DIXON, JR. C.E. BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. “TREAS. 





For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Farm Construction in the United States 
___by Years, 1915-1949 
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“MILLIONS of farm homes will be redecorated and remodeled and put in first-class 
shape in 1950,” says Don Ross. He adds: “The money is there and the need is there.” 


ter roads, mechanical power, farm 
chemistry, soil control, new crops, 
artificial insemination, hybrid live- 
stock and many other changes in 
farming and farm living have 
come. 

A survey among middle western 
farmers shows two out of three 
want to live and retire on the farm. 
That means a second farm home 
will be built in many instances. (In 
the future you’ll see far more farm 
families than there are farms.) 
Some of these big old farm homes, 
structurally sound, will be made 
over into duplexes. A friend of 
mine made a duplex out of his 
farm home. He said this enabled 
him to secure “the best hired man 
in the county and a wife who is 
satisfied with housing furnished.” 


Millions of existing farm homes 
will be repainted, redecorated, re- 
roofed, re-sided, insulated and put 
into first class shape. The money 
is there and the need is there. All 
it will take will be some sugges- 
tions from manufacturers, the 
trade press and local dealers. This 
is business at the very doorstep of 
dealers in the good farm areas. 


Everywhere, farmers are learn- 
ing how to feed livestock for 
greater efficiency. Yet the great- 
est waste in feeding continues to 
be the lack of feed floors and lack 
of insulated barns, hog and poul- 
try houses. Live building material 
dealers have the answer to this 
problem. 

Increased attention to soil con- 
servation means refencing will 
come to many farms. In the future, 
I predict we will see surfaced 


barnlots as a common thing, thus 
eliminating mud and dust. As 
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Cultivate the Cream of the Farm 
Market 


In spite of the bright farm building 
picture, all farmers are not alike in 
income ... as a matter of fact, half 
of the Nation's farmers get 90°% of 
gross farm income .. . it's possible 
to screen out the nation's best farm 
building prospects . . . and the dealer 
who concentrates his efforts on top 
farm families of his area will be re- 
warded accordingly. 

Competition from farm machinery, 
new cars, home equipment. . . yes, 
even farm airplanes, . . . will be more 
intense next year. So it's a case of 
opening the throttle a little wider to 
get farm business into the building 
material yard. It can be done... 
will be done... by aggressive 
dealers. 





more young farm folks return to 
the farms, after high school and 
college days, I think you'll see 
homes and service buildings made 
just as modern as is the machinery. 


WHAT’S AHEAD 

Home improvements’ continue 
among farm families in the top in- 
come bracket. For instance, where 
61,000 SUCCESSFUL FARMING sub- 
scribers built new farm homes in 
the last three years, 49,000 (about 
one in twenty-five) plan such new 
homes in the next 12 months. 

More than a million of the 1,240,- 
000 subscribers 
paired or painted the exterior of 
their farm home in the last three 
years. But in the next 12 months 
786,000 plan such improvements. 
(That makes more than 100%— 


-you can be sure of this: 


remodeled, re-— 


showing a farm family does many 
improvement jobs these days.) 

Here’s what this group of 1,240,- 
000 plan for the next 12 months 
for the farm home. 

10% will add siding 

10% will add a roof 

27% will paint exterior 

6% will add a porch 

14% will add windows 

15% will add screens and storm 
windows 

9% will add a garage 

8% will install weatherstrip- 
ping 

5°o will add one or more rooms 

10% will add insulation 


Those are the exterior improve- 
ments as_ indicated by signed 
questionnaires returned to Suvuc- 
CESSFUL FARMING editors in April 
and May, 1949. 

Interior improvements run in the 
same high proportion with 17% 
planning to add bathroom equip- 
ment in the next 12 months; 15% 
adding or remodeling basement; 
others planning to remove parti- 
tions or walls, add closets or make 
similar improvements. The point 
is, this group of farm families is 
definitely building minded _ for 
1950. 

If you could see all the things 
they plan for kitchen improve- 
ments this next year, you’d wonder 
where they could get all the ma- 
terial and labor for such jobs. And 
some 
dealers are going to do the biggest 
farm volume in history next year 
because they know the opportunity 
is there. 


NEW SERVICE BUILDINGS 

Space in this issue of the AMER- 
ICAN LUMBERMAN doesn’t permit 
touching on improvements in farm 
service buildings planned by farm 
people. While there has been enor- 
mous crib business for dealers in 
past years, this will probably 
slacken off. It’s my belief there 
will be such tremendous improve- 
ments in farm service buildings 
that most of us just can’t compre- 
hend the tremendous. volume that’s 
coming. I doubt if business farm- 


‘ers themselves fully realize how 


farm structures will change now 
that improved materials, new de- 
signs, mechanization and the like 
are upon us. 

The Chinese have a saying, “No 
matter how favorable the breeze 
it never blew the roast goose into 
the mouth of the hungry man.” 
Only a small portion of farm busi- 
ness will come to the building ma- 
terial dealer voluntarily. The great 

(continued on page 98) 
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Every time you sell Plywood, 
you also have a chance to sell Firzite, Satinlac 
and Weldwood Glue. 


, TE — ior fir plywood and other soft 


~~“ woods —and for hard woods too! 


ao 






The finishing of fir plywood and 
_za other soft woods has always pre- 

sented problems. Today, these 
problems can be overcome by use 
of FIRZITE. 


IRZITE? 

, Used as a pre-sealer, FIRZITE seals 
the wood pores...tames the wild 
grain...virtually eliminates check- 
ing and grain raising. Available 
in both white and clear, FIRZITE 
forms an excellent undercoat for 
Stain, paint or enamel. 


White (or tinted) FIRZITE also provides an easy, low- 
cost way to achieve the blond, bleached or wiped finishes 
so popular today. 


Discuss the merits of FIRZITE every time you sell a piece 
of fir plywood. 

FIRZITE comes in pints, quarts, gallons and 55-gallon 
drums. Counter leaflets and display panels of actual wood 
finished with FIRZITE are available as dealer helps. 


Hac preserving the natural beauty 
Sa C= of all woods. 


You can recommend SATINLAC 
as a simple, inexpensive material 
for the proper finishing of hard- 
P wood plywood and similar woods. 
It is a clear coating which can be 
applied without brush marks. 


SATINLAC produces a durable, 
attractive finish. It brings out all 
the natural beauty; does not darken 
or yellow with age. 


SATINLAC is put up in pints, quarts, 
gallons and 55-gallon drums. Counter leaflets and dis- 
play panels of actual wood finished with SATINLAC 
are available as dealer helps. 





WELDWOOD GLUE 


WELDWOOD PLASTIC RESIN GLUE 
joins wood to wood and other porous 
materials in a permanent bond, unaf- 
fected by moisture, bacteria, heat, fungus 
or mold. Available in small sizes for 
over the counter trade and larger sizes 
for cabinet makers, carpenters, etc. 














Write for more information on these products and an 
explanation of our Dealer Set-up 


UNITED STATES PLYWOOD CORP. 


Industrial Adhesives Division, Dept. 554 
55 West 44th St., New York 18, N. Y. 


Bi DING Propucts MERCHANDISER 





For FASTER PRODUCTION ... For elimi- 
nating REGLAZING . . . For QUICK SET- 
TING .. . Like all BIDDLE Products, PER- 
MA GLAZE is produced under LABORA- 
TORY CONTROL assuring you of uniform 
consistency. PERMA GLAZE sets as it is 
applied. You can ship safely without dry- 
ing time. Your REGLAZING PROBLEM dis- 
appears with LABORATORY CONTROLL- 
ED PERMA GLAZE. It can't be matched for 
higher, better production. Fill in the cou- 
pon below for working sample. 





PLEASE SEND ME, WITHOUT OBLIGATION, A TEST SAMPLE OF 


BIDDLE LABORATORY CONTROLLED PERMA-GLAZE 
TO ATTENTION OF 


NAME 
FIRM NAME 
ADDRESS 
TYPE OF BUSINESS 


THE BIDDLE CO. Dept. LP-1 
612 S. MAIN ST., ST. LOUIS, MISSOURI 
a ee ee ees ee 
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O. V. WALLIN, C. P. A. 





EDITOR'S NOTE: This is the first 
of a series of two articles. We are 
fortunate in securing such authorita- 
tive material. Mr. Wallin and his firm 
have been closely identified with the 
retail lumber industry for more than 
25 years as accounting consultants for 
several of the regional associations 
and many individual dealers. Mr. 
Wallin has lectured on accounting at 
five universities which have sponsored 
the 30-day schools.—A. A. H. 





-_ HERE are probably fewer 
available statistics on the re- 
tail lumber industry than on any 
industry of comparable size and 
importance to the American public. 

When the National Recovery Act 
(N.R.A.) became law, it was very 
necessary to obtain a cross section 
of this industry in order to build a 
recovery structure which would 
eliminate further business losses. 
This law was designated as a floor 
under business. 

It was vitally important that the 
floor be constructed high enough 
to avoid further floods of depres- 
sion cut prices. There was little 
factual data available to aid the ad- 
ministrators of that unique piece 
of legislation, but somehow with 
the aid of your National and Re- 
gional associations, basic price lists 
were developed—in some cases they 
were just improvised. Eventually 
we muddled through the depres- 
sion era, 

Some years later we were intro- 
duced to the war time implement of 
the Office of Price Administrator 
(O.P.A.). This time we were to 
have a ceiling on prices. Again it 
was vitally important to have sta- 
tistics available so that the Admin- 
istrator could do an effective job 
of once more establishing fair sell- 
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ing prices. But again this very im- 
portant piece of industry informa- 
tion was not available. 


LACK OF UNIFORM DATA 

One principal factor is respon- 
sible for this dilemma: the dealers 
have been reluctant to adopt a uni- 
form classification of accounting so 
that usable and reliable industry 
surveys could be prepared similar 
to those available on other impor- 
tant industries. 

I felt that if a start were made, 
then eventually more comprehen- 
sive surveys would result because 
more dealers would participate. Ac- 
cordingly, from my firm’s files we 
selected 50 retail lumber firms and 
prepared the charted survey cover- 
ing 1948 business. Due to the lack 
of a uniform classification of ac- 
counts, it was only possible to seg- 
regate expenses into three classi- 
fications: 

a) Officers compensation 

b) All other salaries and wages 

c) Other operating expenses 


It is hoped this modest start will 
demonstrate how many uses such 
industry averages can be put to, 
and as a result, the individual deal- 
ers will furnish their 1949 figures 
when a more extensive survey is 
prepared on that year. 

These industry surveys are use- 
ful in many ways, but they are not 
a substitute for accounting controls 
and budgets, as a measure of how 
efficiently an individual yard is op- 
erated. 

As I travel around the country, 
I visit many different retail lumber 
yards. There is a great amount of 
activity going on in all of them. 
Some yards in competitive areas 
are making high percentages of 
profits and are still enjoying a com- 
fortable volume. Others, in both 
competitive and non-competitive 
areas, are trading on rather thin 
margins. 
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‘Controlling 
Your Expenses 


You don’t need big volume to budget effectively; co-ordi- 
nated with other controls, the budget is one of the important 
tools in management planning 








BY O. V. WALLIN, C.P.A. 


Partner, Wolf and Company 
Certified Public Accountants 







Many of the thin margin traders 
harbor a constant fear of a drop in 
their volume; and, in their effort 
to maintain volume, have com- 
pletely lost control of margins and 
expenses. Paradoxical as it may 
seem, there are quite a few thin 
margin dealers who justifiably have 
no serious fear of business reces- 
sion. It is true that, should a re- 
cession develop, they will not make 
as many dollars as before, but they 
know they will still operate their 
yards at a profit because they have 
set up sufficiently reliable controls 
which give them first hand infor- 
mation about their businesses, 
when it is needed and can be used 
to best advantage. 

There are many of these controls 
and they are all important. From 
time to time, in the past, I have 
already emphasized the importance 
of costing of sales tickets; costing 
of estimates before bids are sub- 
mitted; perpetual inventories, pref- 
erably by both quantities and dollar 
value; monthly profit and loss state- 
ments, merchandise turnover and 
proper knowledge of your fixed as- 
sets. 


MANAGEMENT PLANNING 


There is a valuable tool to man- 
agement which will coordinate with 
these other controls and make avail- 
able the best information possible 
for the intelligent operation of a 
yard. Big business refers to this 
tool as a budget. I like to refer to 
it simply as Management Planning, 
or a course on which you expect to 
guide your business activities so as 
to make a fair profit. 

Like any other tool, it can be put 
to good use or it can be neglected 
or abused. The basic purpose of 
budgeting is to plan and control 
future operations. In order to con- 
trol your yards, thorough plans 
must be made for the future, and 
specific individuals made respons- 
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TRADEMARKED 


as well as grademarked 
... your double guarantee 
of plywood quality. 


y j| i) | 









- Something has been added 
in the labeling of plywood produced at 
Associated Plywood Mills, Inc. It is the 
APMI trademark, and you'll find it to- 
gether with the DFPA grademark on both 
exterior-ty pe and interior-type panels manu- 
factured by this company. 

This combination of trademark and 
grademark is your assurance that regard- 
less of where you buy APMI plywood, you 
get the guaranteed products of a pioneer 
mill in the industry...And you can pur- 
chase APMI plywood at any one of 14 
centrally located sales warehouses from 
coast to coast, from experienced plywood 
men who are eager to serve you. 


APMI Stock] Lengths: 60”- 72”- 84”- 96”- 108”- 120”- 144” 
Panel Sizes| Widths: 24”- 30”- 36”- 42”- 48” 


ASSOCIATED 


PLYWOOD MILLS, INC. 


MILLS: Eugene, Oregon, and Willamina, Oregon 


BRANCH SALES WAREHOUSES: Eugene and Willamina, 
Oregon; 925 Toland St., San Francisco 24, Calif.; 4814 
Bengal St., Dallas 9, Tex.; 4268 Utah St., St. Louis 16, Mo. 


SALES WAREHOUSES: Bessonette & Eckstrom, 2719 S. 
Compton, Los Angeles 11, Calif.; Pacific Mutual Door Co., 
626 Tacoma Bldg. (Home Office), Tacoma, Wn.; 1407 
Fleet St., Baltimore 31, Md.; 2141 Throop St., Chicago 8, 
lll.; 516 South Ave., Garwood, N. J.; Adams and Shawnee 
Sts., Kansas City; 2235 Territorial Road, St. Paul 4, Minn. 
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TEXOAK F 


TEXOAK PARQUET FLOORING 


TEXOAK STAIR TREADS 


TEX dax THRESHOLDS 














lays straight, stays ° 


BUILDERS PREFER BEAUTIFUL TEXOAK 
FLOORING FOR THESE REASONS: 


& TEXOAK FLOORING is scientifically kiln 
dried. 


/ TEXOAK FLOORING is precision ma- 
chined in one of the nation’s most 
modern flooring plants. 


3) TEXOAK FLOORING is carefully and 
accurately graded. 


TEXOAK FLOORING makes the ideal 
flooring whether you are building 
one house or a thousand. 


For further information, see your. distributor 
or write for our free booklet. 


Interlocking tongued 
and grooved floor 
blocks of beautiful kiln 
dried oak, 9” x 9” x 
25/32". Write for free 
sample. No obligation. 


These beautiful glued 
warp-proof Texoak stair 
treads and risers are of 
fine quality. All your 
customers will like the 


rich texture of the wood. 


Scientifically kiln dried 
and machined to a 
beautiful finish, Texoak 
thresholds are made un- 
der same specifications 
as our Texoak Flooring. 


TEXO@AK //00R/NG COMPANY 


4 

| 

' 

' 

1 ia CROCKETT, TEXAS 

Please send me the complete story of Texoak Flooring 
including the new booklet on “How to make flooring 
{ profits through proper storage and grading.” 

} 
! 
' 
' 


Name 





Address 
City State 





-~ 
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SURVEY OF 1948 OPERATING RESULTS IN THE RETAIL LUMBER INDUSTRY 
OBTAINED FROM 50 STATEMENTS AGGREGATING $18,318,345 OF SALES 


SALES, $300,000.00 
TO $600,000.00 


Averages of: 


Net sales 
Cost of sales... . 


Gross Profit from Sales........ 


Officers’ or Proprietor's 
Compensation 


All Other Salaries and Wages. . 
Other Operating Expenses. .. . 
Total Operating Expenses. .... 


Net Operating Profit 


Inventory, 1/1/48 ........... 


Inventory, 12/31/48 . 
Inventory Increase, 
1/1 /48-12/31/48 ... 
°% Inventory Increase, 
1/1 /48-12/31/48 


Inventory Turnover . 


SALES UNDER 
$300,000:00 


. 169,110.00 


126,271.00 
42,839.00 


7,325.00 
15,518.00 
12,639.00 
35,482.00 

7,357.00 
36,065.00 


. 41,659.00 


5,594.00 


15.51% 
3.25 to | 


° 


100.00 
74.67 
25.33 


4.33 
9.18 
7.47 
20.98 
4.35 


460,929.00 
344,295.00 
116,634.00 


15,172.00 
45,912.00 
36,148.00 
97,232.00 
19,402.00 
53,163.00 
62,890.00 


9,727.00 


18.30%, 
5.93 to | 


Yo 
100.00 
74.70 
25.30 


SALES, OVER 
$600,000.00 


965,021.00 
698,933.00 
266,088.00 


36,540.00 
102,373.00 
64,680.00 
203,593.00 
62,495.00 
94,404.00 
134,524.00 


35,120.00 


35.33% 
5.98 to | 


Yo 
100.00 
72.43 
27.57 


3.79 
10.61 
6.70 
21.10 
6.47 


TOTAL 


416,326.00 
305,972.00 
110,354.00 


15,748.00 
42,166.00 
29,810.00 
87,724.00 
22,630.00 
54,346.00 
67,590.00 


13,244.00 


24.37%, 
5.02 to | 


To 
100.00 

73.49 

26.51 


3.78 
10.13 
7.16 
21.07 
5.44 





ible for the execution of these 
plans. A budget has many uses. 
It is a predetermined estimate, a 
measure of your expected perform- 
ance. 

For those of you who are golf 
fans, you know what par is before 
you begin to play a game. You are 
able to measure your variance over 
or under par in strokes at each hole. 
By careful analysis of your grip, 
approach, swing and follow 
through, you know why you had 
that variance, and can take the 
proper steps to improve your game. 


Why not determine par for your 


business? Once you have deter- 
mined par, insert these figures next 
to your actual performance and 
compute the variance at the close 
of each month, just as you do in 
golf at the completion of each hole. 

Now let us analyze our variances 
and see where and why we have 
done better than par and where 
and why we have fallen short of 
par, by use of your monthly profit 
and loss statement. Are your sales 
what they should be? Are your 
salesmen failing to perform? Has 
merchandise been in stock when 
customers asked for it? How about 
your purchasing? Are you buying 
what you need, when you need it, 
in the right quantities and at the 
right prices, or are salesmen selling 
to you? You have determined par 
for your gross profit. 

The dollar amount will vary with 
the volume of your sales and the 
prudence of your purchasing; but, 
how did you make out percentage 
wise? This is a check on your pric- 
ing formula and the carefulness of 
your buying. When the cost of 
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merchandise increases, a decision 
must be made as to who shall bear 
that increase, you or your customer. 
When costs decline, a decision must 
be reached as to whether you will 
be able to enjoy an additional profit 
or whether the decreased cost must 
be passed on to the buying public. 


ANALYZE EXPENSES 


Next comes a consideration of 
expenses. Analyze all expenses 
which are above par, and hold ac- 
countable those individuals respon- 
sible. Give credit where due, to 
those who have kept expenses 
under par; and, if advisable, lower 
par on future budgets. 

A budget will-reveal weaknesses 
in an organization. When vari- 
ances are determined, someone 
must either be held responsible or 
given credit. Passing the buck will 
never earn profit dollars; however, 
a compliment for a good job done 
will do much for any organization. 
Therefore, lines of authority and re- 
sponsibility must be maintained, 
and someone in the organization 
must be made responsible for each 
function. Do not reserve all the 
responsibility for yourself. There 
are not enough hours in the day for 
the principal executive to assume 
this burden. Delegate authority, 
then follow thru and see that it is 
being effectively used. The modern 
trend in business is to decentralize. 

Does your yard have trouble in 
obtaining proper coordination of 
activities? Do you have heavy de- 
liveries scheduled on the day you 
should be unloading that car of 
urgently needed B & better Idaho 
white pine? If so, it will probably 


cost you some overtime, some over- 
worked employes and some dissatis- 
fied customers. Why not train your 
salesmen to be aware of unloading 
and delivery problems when taking 
or soliciting orders. Is your book- 
keeper delayed because sales tickets 
are not priced regularly or because 
the flow of paper work in the office 
is irregular and uncharted? Are 
you duplicating clerical work? 
Should an accounting machine be 
installed to replace manual book- 
keeping? Improper coordination ‘s 
serious and costly. If budgets were 
free, I am sure every dealer would 
want one. 

Foresight will prevent many 
hardships which trial and error 
must struggle to endure. Are your 
policies and operations the result 
of careful study and planning, or 
are they decided on the spur of the 
moment? If they are the former, 
then you can instill the habit in 
your organization of studying their 
problems in advance. If they are 
the latter, your operation will bog 
down and your eiployes will wait 
for you to make the decisions. 

Although careful plans, based on 
the best information obtainable, 
may be found to contain flaws, they 
serve as a yardstick for future 
plans. If you budget in advance, 
you can solicit the knowledge and 
experience of your whole organiza- 
tion to determine the most profit- 
able program; and the end product 
will represent their combined opin- 
ion. Policies can be defined and 
employes can proceed enthusiastic- 
ally and intelligently without un- 
certainty as to company policy. Ob- 
jectives may be formulated which 
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(ieo.J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

© MILLWORK 
® MOULDINGS 
© SIDING 

e FLOORING 


Oasys 


o0.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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You get 


3 Home Ventilators 
(Reg. Dealer Cost) $72.36 










1 See-All Ventilator 


ae ee 20.00 
255 PieceMerchan- 
dising Package .. 1.50 


A Total Value of $93.86 


, Al for 
only 87324 


Don’t miss this bargain offer 





WESTINGHOUSE ELECTRIC CORPORATION 


Appliance Division + + «+ Springfield 2, Mass. 














CLIP AND MAIL THIS COUPON Oday 


lam interested in learning more about this Westinghouse 
Poweraire Home Ventilator Deal. Please send me the 
details today. 


Name 





Address 





12ALB 





WESTINGHOUSE ELECTRIC CORPORATION 
Fan Department 
653 Page Boulevard Springfield 2, Mass. 





you CAN BE 40) °4 Sa ITS 


Westinghouse 
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are the result of careful logical 
planning and take into considera- 
tion the expected trend of general 
business conditions. Employes will 
advance much faster and more reg- 
ularly when they are working for 
a definite goal which is not impos- 
sible to attain. 

Is your capital profitably em- 
ployed? If it were more profitably 
employed, would you have sufficient 
resources to add that new line of 
merchandise you have been con- 
sidering? You should not attempt 
more than available capital will per- 
mit; remember, when you rent 
money from the bank or the R.F.C. 
you had better know how and when 
you are going to repay it. 


STEPS BEFORE BUDGETING 


Can your operation have an ef- 
fective budget? Yes, by all means, 
it can; but let me caution you that 
you will get better results if you 
put your house in order before you 
begin budgeting. In order for any 
budget to be effective, it must have 
the wholehearted support of top 
management. Be sure you are 
wholeheartedly in favor of it. Your 
employes and minor executives may 
resist the plan; perhaps honestly 
because they have never worked 
with one and are not aware of its 
advantages; and perhaps dis- 
honestly because they know that 
when it is functioning, and weak- 
nesses in your organization and 
operation are discovered, they will 
no longer be able to coast along on 
your good nature. 


If you are whole-heartedly in 
favor of a budget, then definite re- 
sponsibility for its preparation, 
revision and follow up must be as- 
signed to a competent person. In 
smaller organizations, this respon- 
sibility is generally that of the pro- 
prietor, a partner or the ablest 
officer working with the profes- 
sional accountant. In addition, your 
accounting system must be ade- 
quate for your business. The more 
your accounting system lends itself 
to intelligent analysis, the easier 
the preparation of an intelligent 
budget will be. It must be borne 
in mind that a budget will not func- 
tion well unless the business is 
properly organized. Plans and pol- 
icy must be predetermined in order 
that action can be taken immedi- 
ately when a situation arises. 

For how long a period should you 
budget? There is no hard and fast 
rule for any business; it is a mat- 
ter of judgment. Capital improve- 
ment expenditures must be budg- 
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YOUR ACCOUNTING SYSTEM must be adequate for your business. A budget will 


not operate effectively unless the business is properly organized. 


eted over a longer period of time 
than operating expenditures. Many 
firms use a moving five-year period 
for their capital expenditure budg- 
ets. Likewise, if you are budget- 
ing to pay off long-term indebted- 
ness, your planning in this respect 
must be for the term of the in- 
debtedness. 


HOW TO BUDGET 


Our experience has indicated 
that, on lumber yards, it is best to 
plan a tentative operating budget 
for a year in advance and make defi- 
nite operating plans for three 
months in advance. We also recom- 
mend continuous budgeting. In 
other words, when you complete 
your operation for December, 1949, 
start thinking on your tentative 
budget for December, 1950, while 
the past month is still fresh in your 
mind. Progressively add a new 
month to the tentative operating 
budget as a month is completed. 
Budgets which are periodically re- 
vised are better management tools. 

Can a lumber yard be too large 
or too small to have a budget? No. 
A business can not be too large to 
have a budget. The larger a busi- 
ness grows the more imperative a 
budget becomes, but the size of a 
business has nothing to do with the 
necessity for careful planning of 
what should be done and the best 
way to do it. Budgeting is easier 
in small concerns because of the 
closer contact and the closer’ super- 
vision. We have installed budgets 


in yards with less than $200,000 in 
sales. Small business has an un- 
warranted tendency to shy away 
from budgeting, believing that the 
cost of maintaining it is too ex- 
pensive. 


Unfortunately, budgets can not 
be had without cost and effort. If 
in the course of preparation and 
operation of a budget, weaknesses 
are discovered and profitable roads 
of endeavor are found, the feared 
increased clerical cost and profes- 
sional accountant’s fee will be more 
than repaid and you will have the 
assurance that your organization is 
doing the best job possible. 


We have just come through 24 
period of business clover. Merchan- 
dise was sold at a profit as fast as 
it could be obtained; in some cases 
it was sold before it was bought. 
We are now back in a competitive 
market which will become more 
competitive as the months roll by. 
Therefore, when charting the 
course for your yard, you should 
as a matter of self-protection, as- 
sume that your competition has the 
very best management obtainable; 
the most loyal, reliable and efficient 
employes; is able to operate with 
a minimum of overhead; has very 
informative accounting records and 
effective management controls; and 
has adequate working capital. It 
is to your advantage of course if 
you have all these, and he does not. 

A budget combined with manage 
ment follow-through is practical 
profit insurance! 
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PONDEROSA PINE 


PLYWOOD) 


4’ x 8° roB ELS 


V4", V2" & 34" THICKNESSES 
Can Also Load in 4" x 4" PANELS 


California Ponderosa Pine PLYWOOD... 
favorite for all interior purposes . . . easily 
worked, mellow-textured . . . takes any finish 
beautifully. 


The WESTERN PINES have long been in de- 
mand for fine cabinet making . . . CALIFOR- 
NIA PINE PLYWOOD adds the warmth of the 
WESTERN PINES in panels and built-ins — 
4' x 8° for ceiling height, 4' x 4' for small 
‘cupboards, cupboard doors, base cabinets, 
above and below windows, etc. 


Full cars of PLYWOOD — in standard sizes, 
thicknesses, grades . . . at competitive prices 

. or mixed with PINE cut stock, mouldings 
and doors. 


Our 8 well equipped mills and vast scientifi- 
cally-managed stands of timber on the high 
Sierra, are assurance of continuity of depend- 
able quality. 


We shall be pleased to receive your speci- 
fications for Plywood, cut stock, mouldings, 
doors and lumber items in Ponderosa Pine, 
Douglas Fir, White Fir and Incense Cedar. 


Montgomer ‘std an Francisco, Cc 
. O. Box u Bae Ste Krom Cal. } 
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ON Ly the new electronic 


MODEL DC-2 
gives you all these features 


for SEOr° 


e Dual range, tests from 6% to 28%. e Micro- 
ammeter adjustment for extreme accuracy. e 
Direct reading, instant calibration, simple to 
operate. e Complete shielding from outside 
electrical interference. e Temperature correc- 
tion from 40 to 240 degrees F. e Automatic 
compensation for voltage and tube variation. 
Operates on resistance principle. e One-year 
guarantee. 


Equipped with long-life, low cost batteries. 
Weighs 5 lbs., self-contained in walnut case, 
ruggedly constructed. Dimensions 10°x6"x4”. 


PLUS ..- 


TEN DAY 


FREE TRIAL 


Try the new Model 
DC-2 for 10 days 
free. No obliga- 
tion. Send for it 
today. Use it, test 
it and prove its 
superiority. 


DC-2 is one of 4 
specifically de- 
signed instruments 
for testing moisture content in wood and 
wood products. There is a model to fit your 
requirements. Write today for complete details. 


The standard 
in moisture 
testing 


ELELTROA 
TURE REG 133 North 


Garfield Avenue 
Alhambra, California 
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What's Ahead in Washington? 


Lawmakers will take a close look at credit and monopoly 
controls; freight rates and new taxes; labor and housing. 
Here’s an estimate of what may happen in these fields 


BY ROBERT Y. KERR 
Washington Correspondent 


REDICTING THE EFFECT of 

government behavior upon the 
national business pattern, will mean 
a lot of guessing; and before the 
guessing starts we’d better line up 
an important background fact. In 
recent years the public itself has 
more or less handed Uncle Sam the 
role of top field judge and general 
economic fixer. You and we prob- 
ably don’t like the idea, even 
though part of the steam behind it 
has been generated by business it- 
self; but if we fail to take it into 
account we’re not going to under- 
stand all we know. 


Presidents used to tell Congress 
about a few business needs, such as 
higher tariff rates and lower taxes. 
But save for these partial props, 
business stability was supposed to 
get fixed up by the business world 
itself. Everybody knew about and 
more or less believed in the busi- 
ness cycle, which meant that supply 
and demand determined the ups and 
downs of the market. There wasn’t 
supposed to be much to be done 
about that, except to guess it in ad- 
vance. 


OUTLAWING A DEPRESSION 


But in these days there are 
plenty of plans for putting the 
hex on the cycle, for most of 
them involve government action. 
If we remember correctly, a famous 
retail lumberman promoted one of 
the early plans of this kind, in the 
days of the big depression: public 
financing of house construction. It 
was intended not only to make busi- 
ness for lumbermen but also to 
jerk the business sag out straight 
for the benefit of everybody. Since 
then, in war and in peace, the gov- 
ernment has tried out many de- 
vices for correcting the natural 
economy. It'll be enough just to 
mention the Employment Act of 
1946. That one gives the Presi- 
dent the duty, written into law, of 
proposing ways and means of block- 
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ROBERT Y. KERR 


ing the cycle and of keeping na- 
tional business on a steady course. 


Now about housing: The 81st 
Congress looks upon residence and 
farm-building construction as not 
only an important part of the na- 
tional economy but also as a fac- 
tor that can be used in proper 
ways to correct the imbalance 
of that economy. Should there 
be a marked slowing down of 
construction—something not —ex- 
pected in the near future—Con- 
gress probably would legislate even 
more favorable terms of construc- 
tion finance. The farm program, 
assigned to the Farmers Home Ad- 
ministration, is a special favorite 
of the lawmakers; and, unless this 
program goes very sour indeed, you 
may expect Congress to come 
through with full appropriations to 
keep it going. 

“Fannie May” at present owns 
about a third of the mortgages on 
GI houses; and the veterans will 
certainly continue to receive special 
financing consideration. There is 
little doubt that the general pro- 
gram of guaranteed loans has done 
much to keep building-material and 
completed house markets trundling 
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along. As of now, materials and 
finished houses are rising in price, 
rather gradually, but. still rising. 






PUBLIC HOUSING PICKUP 


This year’s over-all construction 
pattern is expected to set a record, 
something more than 19 billion dol- 
lars. While the analysts expect the 
50 figures to be about as good, 
they predict a shifting of individual 
items. Private construction in ’49 is 
running about five percent below 
the ’48 figures; and ’50 is likely to 
drop five percent below ’49. The 
big upsurge is in public housing, 
highways, hospitals, schools and the 
like. Public housing low-rental 
units are expected to number about 
twice as many in ’50 as in ’49; and 
the spread may be wider if the pre- 
liminary work is handled locally 
with speed. So far, it has had little 
effect upon the labor and material 
markets, but in time if it proves 
locally popular, it’ll make a lot of 
market difference. 

High-rental apartments are de- 
clining in starts; may already have 
been overdone. And the FHA is 
said to look with a jaundiced eye at 
insurance applications in this field. 
At present, less expensive housing 
gets the nod, which may mean 4a 
larger total of units. A few weeks 
ago the official estimate for 1950 
was 850,000 residence units, and 
now it’s creeping past 900,000. 

























BASING POINT ACTION 






There’ll be some kind of basing 
point legislation passed at the next 
session, to deal with the confusion 
set off by Federal court decisions 
that held those adjusted delivered 
prices illegal. The courts probably 
couldn’t have ruled otherwise, under 
present law. Lowell Mason, Chair- 
man of the Federal Trade Commis- 
sion, favors the general idea of bas- 
ing point prices. But writing 4 
proper law will be difficult; and a 
good many Congressmen seem not 
to like the proposed legislation as 
it began shaping up at the first 
session. 

Farm support prices will be con- 
tinued, and it looks now as though 
the supposedly temporary law 
passed at the first session may be 
allowed to ride along. There seems 
little chance, right now, for evel 
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a trial of the Brannan Plan. It 
gained less support from the gen- 
eral public than the White House 
expected. The tough factor in price 
supports, as now set up, is that 
these prices without corresponding 
production control may bury Uncle 
Sam in surpluses. 
FREIGHT RATES 

Freight rates are a riddle. Note, 
however, the increased passenger 
rates allowed eastern railroads. The 
plain fact is that the country can’t 
make out without rail shipments. 
A heavy increase in freight rates 
could easily put the skids under 
business. Already there’s talk of 
an island economy along the Pacific 
coast; that is, producing and dis- 
tributing its own stuff, locally. 
Some railroad specialists think 
that, while it’ll probably not hap- 
pen soon, there will be some more 
direct form of rail subsidy. 

Monopoly control is proving to be 
one of the toughest problems put up 
to Congress in our times. No one 
seems able to decide, in technical 
terms, just what monopoly is. The 
Attorney General says mere big- 
ness isn’t the measuring rod. The 
A & P suit, to the surprise of the 
Justice Department, has kicked up 
a lot of public protest. We’ve come 
to think, in recent years, that mo- 
nopoly is the use of economic power 
to shove prices up; in other words, 
to skin the customer. It begins to 
appear that the A & P may have 
used this power to shove prices 
down; that is, to wham the com- 
petition. There may be a face-sav- 
ing settlement of this suit, out of 
court. Meanwhile the Celler com- 
mittee is having trouble working 
out a monopoly formula. One guess 


NUMBER of low-rental units in 1950 is expected to double the number started in 1949, 


is a few amendments to earlier anti- 
trust laws, with the new over-all 
act postponed for further study. 


TAX PROPOSALS 

The Secretary of Commerce, 
Charles Sawyer, who is becoming 
one of the top spokesmen for busi- 
ness, in Washington, is much re- 
spected by business men. However, 
the tax revisions he and his group 
have been promoting seem to be 
running into Presidential oppo- 
sition. The group suggested a re- 
duction or repeal of excise taxes, a 
liberal depreciation formula to en- 
courage business expansion, tax 
easement for small business, and a 
hard look at the tax-free status of 
the co-ops. Some of this may make 
the grade. But the President will 
ask for higher corporation and in- 
dividual tax rates to balance the 
budget. Congress will refuse most 
of these requests, giving the Presi- 
dent a handy reason for continuing 
deficit spending. 

The rising tide of retail credit 


__Balances in Dollar Down Accounts _| 
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scares a good many people includ- 
ing retailers, so there’s some de- 
mand for permanent credit control 
laws, to be available for use when 
needed. Congress seems unwilling, 
at this time, to take such action, 
but it can change its mind in a 
hurry if the credit total goes much 
above its present record high. 
TAFT-HARTLEY ACT REMAINS 

The steel strike _ settlement 
caused much uneasiness in the busi- 
ness world. Here’s one reason: 
Some 25 important industries and 
about 900 labor contracts were in- 
volved. That’s a big sector of the 
national economy to be pushed into 
line by an apparatus that follows 
the old tradition fixed up to com- 
pose differences between one em- 
ployer and a few dozen hands. In § 
these days of international unions 
and industry-wide strikes, it’s the 
whole nation and not one manager- 
owner that must take the rap. 

Taft-Hartley, of its kind, is a 
fair enough law. It’s not likely to 
be repealed or even to be amended 
in any vital point. But such a law 
with its fiddling injunctions, cool- 
ing-off periods and other delaying 
tactics, apparently intended to make 
the workers tired of the game and 
anxious to get back to work, is 
hardly an affair that can deal firmly 
with a labor crisis aimed deliber- 
ately at threatening the whole na- 
tional economy. The facts in the 
labor-management pattern have 
moved away from the old traditions. 
The steel settlement is not reassur- 
ing, either for workers or for em- 
ployers. One result, though not the 
most important, will be a hard drive 
to increase the benefits of Social 
Security. The employe of a small 
concern that’s unable to pay pen- 
sions and other benefits can hope 
only in this way to accumulate some 
security for his old age. 
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HAPPY YEAR 


with Marlite...the year ‘round profit-maker ! 


Happy, happy sales year is right— with Marlite. Just look at this line-up for 50 . . . new 
products for new markets . . . new sales promotion aids . .. more full-color national advertising 
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—— , MORE MARKETS—Full-scale production of 10 MORE PROSPECTS—Returns from Marlite advertis- 
_ beautiful new Wood and Marble Marlite Patterns ing are breaking all records. More and more dealers 

opens up a vast new market for Marlite interiors — are converting leads into profitable sales. Remember, 
Marlite sells any time, anywhere! 
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PLASTIC-FINISHED 


profit-maker! MARSH WALL PRODUCTS, INC., Dept. r; WALL PANELS 
1241, Dover, Ohio. Subsidiary of Masonite Corp. 
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—In recent years, there has been 
an increasing trend among many 
retailers to forget the one thing 
everyone still reverences and 
holds sacred . . . the miracle of Christmas. Because 
the real meaning of Christmas has been lost and the 
emphasis has become so strong on grabbing and get- 
ting everything, instead of in the spirit of giving, 
public reaction has become one of mounting ill will 
and angry disgust toward the entire merchandising 
profession, individually guilty or not. 

One of the things that has been repeatedly stressed 
in these profit-making columns is that the lumber 
dealer who is willing to sacrifice his own self-interests 
to causes and endeavors bigger than himself, will 
always receive much greater returns than the dealer 
who is merely out to sell; returns in good will and 
prestige. 


THINK THIS 
ONE OVER 


—How far does your giving 
extend —to your community 
as well as to family and 
friends? This Christmas, you 
have an unequalled opportunity to earn the gratitude 
and remembrance of people for miles around—by tak- 
ing the lead in a movement to restore the real meaning 
of Christmas to your community. 

Talk tonight to some of the ministers in your town 
or city. Invite their ideas, ask their cooperation in 
planning special Christmas attractions, window dis- 
plays and promotions that go back to the spirit of 
Christmas instead of tarnishing it ... ideas and pro- 
motions that will attract more heavily and create 
more sales and good will because of their dignity, 
good taste and reverence for “things of the spirit.” 


WORK ON THIS 


—One of the most 
effective ways you 
can emphasize self- 
giving instead of 
grabbing, is to enlist the cooperation of a group of 
merchants in devoting one window display apiece, to 
unfolding the Christmas story in consecutive order. 
Under the direction of local clergymen, miniature 
models of each scene leading up to the Nativity, can 
be made of inexpensive materials such as modeling 
clay, sponge rubber, Christmas berries and greens... 
whatever is at hand. 

To give unity and beauty to the whole sequence, 
each retailer might frame his miniature scene in a 
shadow box decorated and flanked by holly, bitter- 
sweet, princess pine — whatever harmonizes best. For 
added unity and public appreciation, a small placard 
should be placed in the forefront of each display, 
citing the scene and underneath, a credit line men- 
tioning not the cooperating minister but his church. 

If you cannot get stores in a consecutive row to 
jom in—don’t worry. As long as they’re reasonably 


HERE ARE SOME 
IDEAS YOU CAN USE 


by Norm Advertising, Inc. 
New York, N. Y. 
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close together and each retailer shows a scene in its 
proper order, you will have an unusually beautiful 
and compelling Christmas feature that will attract 
surprised comment and eager shoppers for miles 
around. 









You. can build enor- 
mous good will by 
getting local business 
men, fraternal groups 
and others to join you in a low-cost slogan campaign 
that focuses attention on the deeper meaning of 
Christmas. For example, you might feature a one- 
line poster in window and interior displays reading, 
“Let’s teach our children the real meaning of Christ- 
mas.” 

Do you see at a glance how much good such a line 
can do, to break down the ill will created by over- 
commercialization? Could anything be simpler or 
more sincere ... or likelier to reach the very people 
in your community most concerned with building 
homes, raising families and bettering living condi- 
tions? 

There are countless ways in which every retailer 
can work such a slogan into his individual displays 
at very little cost. All it takes to get your campaign 
rolling, is to spread the news. Act on your faith in 
business —and you’ll be surprised how it can change 
business conditions for you, both now and in the 
coming year. 


HAVE YOU THOUGHT 
OF THIS? 























—Another traditional 
appeal, that never 
loses its charm, is 
that of caroling. This 
year to lift your efforts above the purely commercial, 
bring more joyousness into Christmas shopping and 
divert tired minds from overcrowded aisles and tired 
feet, open the doors of your showroom to carol groups 
of all kinds—young or old —and encourage other 
dealers to follow your example. 

This bit of self-giving on your part can do a lot 
to increase community good will — to put the shopping 
public in a more receptive mood to buy —to bring 
them back to your store months later, because they 
remember you as the retailer who started a con- 
munity-wide movement to get back the old-fashioned 
spirit of Christmas. 

Every shopping night and every Saturday after- 
noon from now on until Christmas—and at other 
intervals if you can arrange it—invite a different 
group to do their favorite Christmas carols. For 
example, a children’s group one afternoon, a “barber- 
shop quartet” that evening, a mixed choir the next 

Extend your invitation, and get other merchants 
to do the same, to all kinds of people who love to 
sing — from every parish and denomination — young 
and old—amateur and trained. And station -them 
near the door so their voices carry to the street and 
attract passersby. 


A NEVER-FAILING 
ATTRACTION 
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As the holiday season marks the end of another year, Putnam 


h a line # sends its sincere thanks to its customers, old and new, for the 
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Products .... Sales 


Kitchen Planning Service for 
Curtis Dealers 

Considered to be an unusual and 
effective sales tool, a new Kitchen 


available to Curtis dealers by Cur- 
tis Companies Incorporated, man- 
ufacturers of Curtis Woodwork. 
Consisting of more than 100 units, 
contained in an attractive leather 
carrying case, this kit enables Cur- 
tis dealers to plan a kitchen which 
exactly fits the customer’s needs 
and means. In using the kit, the 
dealer sets up a miniature room 
which is adjustable to the size of 
space available. Exact replicas of 
Curtis kitchen cabinets are then 
fitted into this room. The tiny 
cabinets are made of plastic, finely 
molded to show exterior details of 
the Curtis line. Each piece is 
stamped with the unit number of 


the full size cabinet it represents 
in order to facilitate easier order- 
ing. The planning kit includes 
doors, windows, a floor, and the 
room walls to simulate the actual 
kitchen. Included also are a min- 
iature stove and refrigerator so 
that prospects may see how Curtis 
cabinets fit in with other standard 
kitchen equipment. Write Curtis 
Companies Incorporated, Dept. AL, 
Clinton, Iowa. 


Elliott's New Deeptone 
Color System 

During the recent paint and 
wallpaper conventien held in Chi- 
cago, Elliott’s new Deeptone color 
system, its Uni-Tex and White 
Veneer, were all highlighted at the 
company’s exhibition booth by in- 
dividual display pieces. The Deep- 
tone color system was illustrated 
by a revolving color wheel showing 
identical rooms in different color 
arrangements. The washability of 
Deeptone was demonstrated by a 
continuous spray of water in con- 
junction with a moving windshield 
wiper on Deeptone painted panels. 
Further display pieces showed the 
“whiter than white” theme of 
White Veneer and the one coat 
qualities of Uni-Tex. Write Elliott 
Paint and Varnish Company, Dept. 
AL, 4523 W. 5th Ave., Chicago 24, 
Ill. 


, 





Sales Office 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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Pullman Sash Balances. are better 
. . « more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
dealers selling prefabricated win- 
dows and Pullman Balances asa unit. 





























THE ONLY BALANCE WITH 
A LIFETIME GUARANTEE 


Every Pullman Sash Balance is guaranteed again 
imperfect workmanship or material during the 
lifetime of the building in which it is installeé 


WRITE FOR LITERATURE 


MANUFACTURING CORPORATION 
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Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 











CONVENIENT TO STOCK... 


CONVENIENT TO STOCK 


takes up less room than 
standard lengths. 


EASY TO HANDLE . 
saves handling time both in 
the yard and on the job. 
COSTS LESS... 
cheaper than standard 
lengths; a grade for every 
need. 
REDUCES INVENTORY 


you stock less lumber—yet 
you can fill any bill. 


eed agains 
during the 
a installeé 


ATION. 
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SAVES LABOR DIERKS END-MATCHED PINE FLOORING 


a builder favorite because 
there’s no sawing or squar- 
ing to do. 

REDUCES WASTE 


lays faster; no cut-offs to 
throw away. 


MAKES SMOOTH TIGHT FLOORS 


perfect match at sides and 
ends gives smooth “one- 
piece” effect. 





Why be bothered with stocking an assortment of standard 
lengths? A minimum inventory of Dierks End-Matched 
(random lengths) will enable you to fill the bill for a 
floor of any size. And in your yard, it’s easy to handle, 
easy to count. And Dierks End-Matched Pine Flooring 
is an item that MOVES. That’s because it’s clean, bright, 
attractive—yet less expensive than standard lengths. 

So don’t be without Dierks End-Matched. Get your order 
in today and cash in on the big demand for this easy-to- 
stock, high-quality flooring. 


FREE: A high-grade thermometer mounted on 

a specimen of Dierks End-Matched Pine Floor- 

ing. (This offer limited to dealers east of the 

Rockies.) Send 25c, coin or stamps, to cover 
cost of wrapping and malling. 


Dierks LUMBER AND COAL COMPANY 


Dierks Bldg. 


LDING Propucts MERCHANDISER 


1006 Grand Ave. 


Kansas City 6, Missouri 





Crown Metal 
Wall Tile 

Crown metal wall tile carries a 
bonded guarantee against crack- 
ing, crazing, chipping or peeling. 
(Each individual purchaser is fur- 
nished a Certificate of Coverage.) 
In original construction and home 
modernization, Crown metal wall 


tile provides attractive interiors in 


a full range of colors, plus stain- 
less steel in satin or glossy 
finishes. The tile is made of heavy 
gauge rust-resistant steel, double- 
enameled. A _ special process of 
color application imparts a dappled 
texture which adds to the tilie’s 


highlights. Certain territorial dis- 
tributorships for Crown Metal 
Wall Tile are still open. Write Ohio 
Can and Crown Company. Dept. 


AL, Massillon, Ohio. 





MERRY CHRISTMAS 


All of us here in Fulton, Ala- 
bama—at the Scotch Lumber 
Company — wish our many 
friends throughout the trade 
a joyous Christmas and con- 
tinuing prosperous opera- 


tions in the New Year. 
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Our Pledge to Customers 


In our 53rd year of service we pledge continuance of our high quality 
standards—the finest kiln-dried yellow pine lumber and Heather brand 
oak flooring manufactured from our own timber in Scotch's modern 
plant. Behind Scotch service is a sustained yield operation producing 
from one of the South's finest timber stands. 


1896 — 53 years of Stability — 1949 


SCOTCH LUMBER-CO.- 
SOUTHERN PINE @ SOUTHERN HARDWOODS 
~ FULTON, ALABAMA 
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“Thrif-T" Woodwork 
for the Home 


Suited to frame, brick veneer or 
masonry walls, Thrift-T window 
units are factory fitted, easily and 
quickly installed, completely weath- 
erstripped. All windows are made 
for regular 2 light openings (4” in 
width, 6” in height over glass size), 
and there is a wide range of sizes. 
Thrif-T frames are of Ponderosa 
Pine, toxic treated, accurately ma- 


chined. -They have wide head and 
side blind stops— narrow outside 
casing—extra narrow mullions for 
frame, brick veneer or masonry 
walls—no weights or cords. Almost 
every type of window; corner, bay, 
picture, casement, basement; and 
numerous other Thrif-T woodwork 
products for the home are fully de- 
scribed in a complete catalog or 
in individual folders. Included are 
entrance frames, doors, wardrobes, 
mantels, attic louvre, telephone 
shelf, and corner china case. Write 
Roach & Musser Co., Dept. AL, 
Muscatine, Iowa. 


Model 31 
OVERdoor 


Model 31 OVERdoor, a 4 section 
overhead type garage door, is well 
suited for remodeling or new con- 
struction. Barber-Colman describes 
it as easy working—inexpensive— 
durable. A _ special formed steel 
track is welded to a continuous ver- 
tical track bracket. Horizontal 
track is reinforced with angle iron. 
The door is supported at top and 
bottom and at each joint by strong 
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You’ll Find Widespread Acceptance 


For These Quality Hardware Items 


ny NATIONAL LOCK 


IN 
DEMAND 


GET THEM 
FROM YOUR JOBBER 










Butts and Hinges 
Sash Hardware 
Shelf Hardware 
Screws and Bolts 
Cabinet Hardware 
Furniture Trim 


Consumers and _ builders 
alike respect the broad line 
of NATIONAL LOCK 
hardware. MHere’s hard- 
ware that’s in demand... 
that moves fast at a profit. 


Casters and Other 
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DISAPPEARING LADDER 


of Sturdy Ponderosa Pine 
for HOMES - GARAGES - ATTICS 


LOW COST - EASY INSTALLATION - EASY TO OPERATE 
1 section FITS MOST ANY SCUTTLE HOLE SIZE WITHOUT ALTERATION 
, 1S well 
lew con- 
lescribes 
ensive— 
ed steel 
ous ver- 
srizontal 
gle iron. 
top and 
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lf HEAVY 15” anh 


HARDWARE WITH STEEL 
HINGES ROD SUPPORTS 


Vertical clearance required 
above 4’7” (can be reduced 
if necessary). Horizontal 
space on attic floor required 
4! Se”. 


Imm diate delivery on fin- 
ished floor to finished floor 
sizes of 9’ 2” or less. 


Shipping weight 32 Ibs. (nominal wt.) Write for further information. 








MINNESOTA WOOD SPECIALTIES, INC. 
BOX 216, ST. PAUL PARK, MINN 


Manufacturers of the EZWay Folding Stairway 


Buitpinc Propucts MERCHANDISER 









































Valuable 


Planning Help 


Packed with simple, practical data to help you and your builders develop ‘ 
the most effective applications of electricity and electrical equipment, re- 
gardless of size or type of house. 

Explains the Four Degrees of Electrical Living; makes it easy to apply 
the principle to your builder’s houses to make them sell faster. 

Gives kitchen planning data for the “Economy Kitchen” that is minimum 
in space and equipment requirements, and an “Ideal” kitchen that offers 
an arrangement of equipment, counter and storage space for the home- 
maker who wants the best. 

Contains suggestions for laundries designed for maximum use of space, J 
and convenience. 

Shows wiring, and construction details for lighting, with many details 
illustrated. ‘ 

Gives data on lighting and wiring; also sizes and installation requirements 
of electric appliances and equipment for the home. 

One copy free. Additional copies for distribution to your builders, available 
at 5 cents per copy. 




















Better Homes Bureau 
Westinghouse Electric Corporation 
P. O. Box 868, Pittsburgh 30, Pa. 


Gentlemen: Please send me a copy of your new 
book, Planning Homes for Electrical Living 
— — B-4326. 
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the COMPLETE 
comeare line of PLASTERING ACCESSORIES 


For example, CORNERITE, a narrow strip of 2.54 painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5% painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 

These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 
ships. 


STRIPITE 






mee PENN Metal CompPANy, INC. 


General Sales Offices: 205 East 42nd Street, New York 17, N. Y. 


District Sales Offices 
Philadelphia Chicago 

San Francisco Dallas 
Foctory Porketsburg, W. Va 


New York 
los Angeles 


Boston 
Seattle 


Detroit indiona polis 
Parkersburg, W. Vo. 





GET ALL THE FACTS NOW ON 


“CONSTRUCTION 
BY ADHESION” 


So substantial are the savings in labor and 
material costs effected by applications of 
adhesives in the construction field, that all 
leading architects and progressive con- 
struction men are swinging to this modern 
method for both new constructions and 
modernization. 








MIRACLE ADHESIVE 
'CER MOS TILE---—-) 


‘ ABRASIVE TREADS 
ty’ SETTING emcee y 
stem. TROWELED |’ 
- CONCRET E---=-4 
Sell “Construction by Adhesion” 
Sell Miracle! 
Miracle Black Magic Adhesive 
Miracle Wallboard Cement 


WOOD STAIR 


STAIR TREADS 

















FOR TILE FLOORS 




















Miracle Panel-Board Cement 
Miracle White Caulking 
Miracle Plastic Underlayment 























evra Cn 
You owe it to yourself to get the facts - 
FREE today! See Miracle Exhibit, 101 Park Ave- 
Interesting, nue. Write for information and your free 
re canter brochure. 
a nts ph ae COUNTER TOPS PARTITIONS 





by Adhesion 
Write for your 
copy today! 


MIRACLE ADHESIVES CORP. 


Dept. ALI2—1I7, 214 East 53rd Street ® 








New York 22, N. Y. 
"Reg. U. S. Pat. Off. 








December 17, 1949, AMERICAN LUMBERMAN & 





ballbearing rollers. Counterbalane- 
ing springs on each side of the door 
are attached to bottom section hy 
concealed airplane cable running 
over ball bearing sheaves. Sprinys 
furnished with extra safety factor. 
For descriptive folder write Bar- 
ber-Colman Company, Dept. AL, 
Rockford, Ill. 



















Float-Frame 
Knight’s Float- Frame, a brand 
new product, is designed to fit any 
automobile. Pictured here is an 
actual float recently done on this 
basic frame by the Tyler, Texas 
Rose Festival. Hundreds of differ- 
ent designs are possible by the use 
of props which call for a small ad- - 
ditional amount of lumber with 
cutouts of gypsum board, celotex 





















or plywood and hardware cloth. The 
frame is collapsible; contains ap- 
proximately 115 board feet of clear, 
kiln-dried lumber and requires less 
than $10 worth of simple hardware. 
Made in six main sections with 10 
individual top rails it may be put 
together with nails or with 3/16” 
stove bolts for convenience in com- 
pletely dismantling. The mechanics 
of the frame are said to be so 
simple that any good carpenter can 
make it. R. W. Knight, inventor 
and owner, has patents pending on 
this product and is offering it to 
communities on a franchise or 
license basis. Write Texas Float- 
Frame Company, Dept. AL, 3214 
Glenwood, Wichita Falls, Tex. 


King Nail Bag 

The new King Nail Bag has been 
designed by the Hosking Paper Co. 
to meet Specs. recommended by 
their lumber dealer customers. The 
top is 20 percent wider, which 
makes it easier to pour the nails 
into the bag, and it is made of 
paper which is.33 percent stronger. 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP @® BLOCK 
and 
HERRINGBONE 
FLOORING 


* 
BROOM HANDLES 
GRADED SAWDUST 


Ea 
High Grade Northern Hardwoods 
« 
Custom Kiln Drying 
8 


Members: M. F. M. A. N. H. 4. A. N. H. & HM. A. 


OCOnTO, WISCONSIN 
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NEN EX (0 
INDOOR INCINERATOR 


disposes of all burnable home refuse 


A profitable seller 
the year. ’round 


Every housewife is quick to 
see that this handy appliance 
saves steps, time, and trouble. 
The Majestic Incinerator gets 
rid of wastebasket trash plus 
wet and dry garbage by burn- Economy 
ing it all indoors. Waste it- Model 
self serves as fuel. Unique 
downdraft does the trick! 
Dries the refuse and hastens 
complete burning. Guaran- 
teed. Taps to furnace flue in 
basement or utility room. 
Tips more profits your way. 
Write today. 


The Majestic Co. 
102-A Erie St., Huntington, Ind. 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 


J 


ies 





ILDING Propucts MERCHANDISER 





ASK YOUR 
WHOLESALER 
FOR OUR LUMBER 


1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 


W. M. McGowin Lumber Co. 


Pine Apple, Alabama 

















CASH in on the SALES POWER of 
Gilly Window Control Springs 


Supplied 1 1/16" wide for J “Thay, 
plain rail windows and 
1%” wide for double hung 
windows. 





tes 


SELLS Right out of Display Box 


For new or old construction—can be installed without 
tools or nails—in 2 minutes by owner or builder. There’s 
nothing like it for low cost houses, tourist cabins, cottages, 
porch enclosures, attics, garages—in double hung or plain 
sash rail windows, etc. Economical—eliminates sash cords, 
pulleys—no mortising or boxing. Stops rattles. Made of 
special, durable spring bronze—passed 10 year test by 
Armour Research Foundation—sold on “Money Back” 
Guarantee! 
Get Your Stock Today From Your Jobber 


LEIDGEN SPECIALTY CO. 


Oconomowoc, Wis. 








79 














King Nail Bags come in 3, 5, 10, 
16, 20 and 25 pound sizes which 
are specially adapted to these quan- 
tities of nails. For free samples 
write Hosking Paper Co., Dept. 
AL, Wilmette, II. 


Philip Carey Announces 
New Siding 


A new low cost siding that com- 
bines beauty, durability and fire 
resistance in one package has been 
introduced by the Philip Carey 
Mfg. Company, and will be known 
by the trade name, Carey Salem 
Thatch Wide Spaced Siding. Colors 





available are silver gray, light buff 
and harvest blend. A new insulated 
siding simulating wood grained 
shingles and called Bordsulate, has 
also been added to the Carey line. 
Bordsulate is constructed of a 
sturdy one-half inch weather tight 
insulating board which helps pro- 
vide structural strength and heat 
resistance to exterior walls. The 
new siding requires no painting, no 
repairs and is easily and quickly 
installed directly over old weather- 
board, stucco or wood shingles. It 
is available in amber blend, brown 
blend, Cape Cod white or green 





DIMENSION 


Looking for well-manufactured Ponderosa Pine 
yard and shed stock, factory lumber, industrial 


items? 


Consult us on your next requirements. We spe- 
cialize in dependable quality Ponderosa Pine 
lumber—straight cars or an assortment of Pon- 
derosa yard and shed items mixed with Fir and 
Larch dimension. Best of manufacture. Proper 


kiln drying. Reliable grades. 


industrial items. 


j ps 
MIXED CARS & 
* PONDEROSA PINE 
* FIR and LARCR 
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Write us regarding your requirements in yard and shed stock, factory and 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 


Member Ponderosa Pine Woodwork 


blend. 
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Write The Philip Care, 
Mfg. Company, Dept. AL, Cin- 
cinnati 15, Ohio. 


Fast Action Toggle 
Grip Clamp 

Kelly toggle action clamps em- 
body a locking feature to grip work 
with tremendous holding power. 
Easily applied to the work, they 
may be released instantaneously. 
































Adjustable spindle adapts the 
clamp for operation upon objects 
throughout a wide range. Features 
are large area gripping faces; elec- 
tro plated copper spindle equipped 
with lock nut; 600 pounds holding 
force; sturdy construction—with 
aluminum alloy inserts between 
the handles. Descriptive literature 
is available. Write Robert J. Kelly 
Mfg. Co., Dept. AL, Box 424, New 
London, Conn. 


Outside Casement Storm 
Windows of Aluminum 

The Stoaco casement storm win- 
dow of aluminum, fashioned from 
solid bar aluminum extrusions, is 
installed from the outside. The all- 
aluminum frame becomes a perma- 
nent part of the building while the 
all-aluminum hinged sash opens and 
shuts simultaneously with the reg- 
ular casement window providing 
the same ventilation. Stoaco alumi- 
num windows are glazed with 
strong, clear-vision glass in solid, 
erosion-resisting aluminum frames 
reinforced at riveted corners. Out- 
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side casement storm windows leave 
ample room between panes for easy 
cleaning. They can be quickly de- 
tached at the hinges so that out- 
le panes may be easily cleaned 
from inside the home. Write Storm 
Windows of Aluminum Inc., Dept. 
Al, Monroe St., Marion, Ohio. 


Kitchen Units by "L and M" 

L. & M. Manufacturing Co. has 
an extensive line of kitchen cabinet 
units. Constructed of quality woods 
and plywoods, all cabinets § are 
chrome trimmed, have chrome hard- 
ware and inlaid linoleum tops. 
Sink base cabinets are complete 
with poreclain basins, chrome mix- 








ing faucets and basket strainers. 
Cabinet sinks are offered in six 
popular sizes and in three styles 
with dustproof flush type doors and 
drawers. There are several cabinet 
models for lower kitchen sections 
and also for upper sections. Shown 
here are a drawer assembly unit 
with four drawer assembly—two 4” 
and two 634” deep, and a lower 
corner what-not shelf. For illus- 
trated catalog write L. & M. Manu- 
facturing Co., Dept. AL, 403 W. 
Oak St., Gillespie, III. 


Garbage Can Enclosures 

These twin, heavy-duty steel En- 
closures are designed especially for 
outdoor storage of two garbage 
cans, up to 30 gallons each, to pro- 
tect the garbage from dogs, cats, 
rodents and insects. The two top 
deposit doors which swing open 
and close on full-length, piano-type 
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MOTORIZED 
BATTERY 
OPERATED 


Telescopic Hi-litt 











Moto-Truc Telescopic Hi- 
Lift Trucks have four- 
wheel load support, and 
Patented Articulating 
Hinged Spring Unit which 
holds drive wheel down 
on floor for better traction. 
Moto-Trucs are safe. The 
brake is applied in the 
raised or lowered position 
of steering handle. 


WRITE FOR BULLETIN NO. 49 


MOTO-TRUCS REDUCE 
MATERIALS HANDLING 
COST AND OPERATE 
IN SMALLER SPACES. 


PHOTO (A)—Palletizing and han- 
dling loads of 2,500 pounds, 128 
pieces, 80” high stacking, by 
pushing a button and turning the 
wrist on easy grip roller type 
handle of the Hi-Lift Telescopic 
Moto-Truc. 


PHOTO (B) — Insulation board 
handled from loading dock to 
storage pile by one man at amaz- 
ingly low cost. 


MOTO-TRUCS TURN IN SMALLER 
RADIUS, permitting reduction in 
aisle space and allowing more 
space for storage. 


MOTO-TRUCS ARE EASY TO 
OPERATE. Their easy grip roller 
type handle gives two speeds 
forward and two speeds reverse 
by a turn of the wrist. Push but- 
tons in the ends of handle oper- 
ate hydraulic lift. 














/Fhe MOTO-TRUE Co: ; 


1953 E. 59th Street 
CLEVELAND 3, OHO. 


ORIGINATORS OF 
MOTORIZED HAND TRUCHS « 
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PONDEROSA 
SUGAR and WHITE 
PINE 


Frank Paxton Lumber Go. 


Chicago-Kansas City-Denver-Ft. Worth-Des Moines 


SOUNDBILT 


Exterior and Interior 


DOUGLAS FIR PLYWOOD 



































Made Soundly to Sell Soundly 


The name, “Soundbilt’ is your assurance of quality 
and satisfaction in buying Exterior or Interior Doug- 
las Fir Plywood. 

“Soundbilt’” is truly SOUNDLY-BUILT Plywood — 
made from selected old-growth peeler logs, laid out 
for efficient. economical production. 

Modern equipment, skilled workers and close super- 
vision assure you the best of manufacture. Avail- 
able in all standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 










HERE’S A REAL 


SALES BOOSTER 


FOR YOUR STORE 


Giving a_ step-by-step, easily understood, 
practical method for customers to fix their 
own broken window panes, our new Penn- 
vernon Window Glass folder, entitled ‘““How 
to fix broken windows yourself,” can get a 
lot of window glass business for you. It’s 
equally effective as a “give-away” piece and 
as an envelope stuffer. It emphasizes that 
Pennvernon is window glass at its best. And 
by enumerating the various other supplies 
needed in glazing — such as putty, glazing 
points and paint — this folder can be the 
means of getting a sizable amount of busi- 
ness on these supplies too, 


Get your supply of this free folder from your 
local Pittsburgh Plate Glass Company branch 
or jobber—right now! 


























- GLASS - CHEMICALS - BRUSHES + PLASTICS 





Mee oe = ae PLATE GLass COMPANY 








“WORLD’S FINEST : 
5-TON FRONT BOOM CRANE ‘Se 
AT THE WORLD’S LOWEST PRICE | 











SILENT HOIST & CRANE CO. 


860 63rd STREET, BROOKLYN 20, N. Y. 
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hinges may be opened until the 
back of the door rests on the rear 
slanting side of the Enclosure top 
to provide unobstructed depositing 
of garbage. As the garbage is de- 
posited, it is funneled into the gar- 
bage cans by slanting aprons just 
below the top doors. These aprons 
are an integral part of the enclos- 
ure cover. The slanting top sheds 
rain and snow which reduces the 
collection of moisture to an absolute 
minimum. Corrosion resisting steel 
is used throughout, except for the 
feet. The entire Enclosure is all- 
welded construction and thoroughly 
,onderized inside and out before 
finishing with heavy coated, acid- 
proof enamel. Write The Bennett 
Manufacturing Company, Dept. 
AL, Alden, N. Y. 


Solid Lumber Staved Core Door 

Here is a wash drawing of the 
new Weldwood Flush Veneer Door 
with solid lumber staved core, an- 
nounced by United States Plywood 
Corp. Top portion is basswood, 
laid on edge in staved construction. 
Center section represents the hard- 
wood crossband. Lower section 
represents the surface hardwood 
veneer. The lumber staved core 
door comes in a wide range of sizes 
and in the popular species of hard- 
wood face veneers. Because 100 per- 
cent waterproof phenolic resin 
glue is used, the manufacturer re- 
ports the door may be used for 
interior or exterior use. The addi- 
tion of this solid lumber staved 
core door complements the com- 
pany’s present line of Weldwood 
flush veneer doors including the 
Weldwood standard door, with in- 
combustible mineral core, and the 
Weldwood fire door which carries 
the Underwriters’ Class “B” label. 
Write United States Plywood 
Corporation, Dept. AL, Weldwood 
Building, 55 West 44th St., New 
York 18, N. Y. 














































































































Wedgelight 


WOOD OVERHEAD SECTIONAL GARAGE DOOR 
EASIER to INSTALL . . . OPERATE . . . SELL! 








18 Useful Stock Sizes , a; 
Odd Sizes Quickly Made to Order bccn 
Calder Doors wedge closed for Wall-Tight Fit! High Lift 
Roll zp as easily as down. Easy, quiet, smooth Pass Doors 
running, beautifully made doors. — —— 
Wedge Tight Doors for Wall-Tight Fit Seedel Sadan 
Write for profitable Dealer Franchise 











THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 























KILN DRIED 





MIXED CARS TO FILL YOUR NEEDS 





HEMLOCK 
BEVEL 
BUNGALOW 
SIDING 


End-Matched 
FLOORING 
CEILING 
SIDING 











Ordering a mixed car assortment of kiln 
dried West Coast lumber products from 
Willamette Valley is an excellent way to 
maintain a balanced inventory of yard and 
shed items. 

Standard West Coast Lumber Bureau 
Grades. Don't overlook our Superior Qual- 
ity Hi-Hemlock dimension and cost-cutting 
end-matched stock. 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 


3 Modern Mills 


725,000 Feet Daily 
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New Improved American 
Floor Maintenance Machine 

A new improved American De- 
Luxe Floor Maintenance Machine, 
designed for dry or wet cleaning 
and maintenance operations on a 
great variety of floors, is offered 
in a new range of sizes including 
14” and 16” brush spread. It has 
a new adjustable handle that can 
be easily set at any desired angle 
through a full 90° swing—thus the 
handle can be adjusted to correct 
height for tall or short operators, 
or can be locked in vertical posi- 
tion to save space in storing. The 
handle can also be quickly detached 
—no wrenches are required. The 
machine features a new main frame 


that has been redesigned with an 
easily replaceable rubber bumper 
guard. There is also a convenient 
new wrap-around hook for han- 
dling slack or storing trailing wire. 
Write The American Floor Sur- 
facing Machine Co., Dept. AL, 521 
S. St. Clair St., Toledo 3, Ohio. 


Truck-Man, the Gasoline- 
Powered Inter-plant Truck 
Truck-Man, the  gasoline-pow- 
ered inter-plant truck, is now being 
produced by Truck-Man Division of 
The Knickerbocker Company. The 
new owners have been known since 
1883 as manufacturers of contrac- 
tor’s machinery and mixers. Ac- 
cording to the company’s announce- 
ment, the new management will 
embark on an aggressive plan of 
merchandising, advertising and dis- 
tribution of three Truck-Man mod- 
els through the more than 80 exist- 
ing Truck-Man representatives and 
dealers. Designed for economical 
horizontal movement of materials, 
the three Truck-Man models are 
applicable to most industrial uses, 
for palletized, skidded or manually 
handled loads. Operator ridden, 
Truck-Man is now powered by the 
4.4 h.p. Wisconsin ABN air-cooled 
engine. The Pallet Toter and the 


Skid Lift models have hydraulic 
lift mechanisms and all three, in- 
cluding the Platform Utility, are 
built around the pneumatic-tired 
Power Turret for 360° turning. 
Load ratings are up to 3500 pounds. 
Write Truck-Man Division of 
Knickerbocker Company, Dept. AL, 
Jackson, Mich. 


“Wilfamco" Aluminum 
Garage Doors 


The Wilfamco aluminum garage 
door is built in one piece; there is 
no assembly on the job. Structur- 
ally strong but light in weight it 
is easy to handle, store and install. 
The canopy door, for a low ceiling 
garage, floats up and locks into a 
protective canopy over the front of 
the opening. A twin canopy instal- 
lation for a two-car garage, has an 
exclusive center bracket that does 








Since 1889 





OREGON LUMBER 
COMPANY 


Baker, Oregon 


Producers and Manufacturers 


Famous "John Day” 
Ponderosa Pine 


Under a sustained yield plan. New 
trees are growing as fast as we 
harvest the mature ones — insuring 


continuous operation for the future. 


Our 








For over 21 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Fivoring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
plant is modern throughout and 
machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 
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PONDEROSA PINE . WHITE FIR . INCENSE CEDAR 


mana sem High Altitude, Soft Textured Growth 


| lS Manufacturer and Distributor 


| | (597 PAUL BUNYAN LUMBER CO. 














tic-tired 
turning. SUSANVILLE CALIFORNIA 
pounds, REGISTERED 
ion of 
isha: Reduce Delivery Costs 
and SINCE 1918 
Speed up Deliveries 
nee with an Load and Unload a Load at a time 
there is 
there is #  R.B ROLL-OFF TRUCK BODY 
eight it 
| install. § Complete Beds Shipped KD 
Seng. EASILY MOUNTED 
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“<< The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 


(7. $} agtes — 
mene 8 (s ; : | ~ 


Write for Catalog & Prices Two Minutes nse Better THGD Two Hours 





. SCHUBERT 
Makes Pickets Picket Cutter 


at Low Cost 


Points 200 to 250 154'' to 35%"' width pickets per hour year after year use. 24" high. Hand operated. 30" 
with planer-smooth finish, No sanding required. long handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature. 

Net price $47.50 f.o.b. Wilmette, Illinois. (Where state sales tax applies, add tax.) 


H.A. SCHUBERT CO. Machinists 


1210 Washington Ave. Wilmette, Illinois 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 



































SELLING THE PRODUCTS OF DISTRIBUTORS OF 


“THE MeCLOUD RIVER LUMBER SHEVLIN PINE Fa PINE 


McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY -_ Paani wernc ne 
Bend, Oregon jena! 300 Lime Su # SUGAR (Genuine White) PINE 


“ 
ton, Portland, Oregon. DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 
1604 Graybar Bidg. 1863 LaSalle-Wocker Bidg. 


oe Five Woodwork Lexington 2-9117 Telephone CEntral 6-9182 
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away with center post. Either door 
can be opened as desired, or to- 
gether. The track door for the 
garage located where the door can- 
not project outward, also floats up 
into the garage on noiseless rubber 
rollers turning on oil-less bearings. 
It is easily adjustable for finger-tip 
control. Rubber weatherstripping 
assures tight closure. Write Wilson 
Foundry and Machine Co., Dept. 
AL, 301 Wilson Ave., Pontiac, Mich. 


Improved Birch Cupboard Doors 
Guaranteed to Stay Flat 

A new fglder, Aetnaply Birch 
Cupboard Doors, Guaranteed to 
Stay Flat, is being distributed by 
the Aetna Plywood & Veneer Com- 
pany. A special fabrication, fea- 
turing the use of a scientific core 
construction of edge-grain ply- 
wood, is reported to give these 


flush cupboard doors the greatest 


strength and stability possible to 
obtain in wood. Lumber banded 
edges are built into the doors with 
a 2” border on the side and a 3” 
border on the edges, thus permit- 
ting cutting and trimming. An 
actual kitchen installation of birch 
cupboard doors is illustrated on the 
front cover of the folder and shows 
the advantages and beauty of 
natural wood. The guarantee on 





the back cover states that any 
Aetnaply cupboard door that might 
prove to be defective within six 
months after purchase, will be re- 
placed with a new door, free of 


charge. A wide size range is 
available to fit practically any door 
opening. Write Aetna Plywood & 
Veneer Company, Dept. AL, 1732 
N. Elston Ave., Chicago 22, III. 











New "Karri-Go" Industrial Crane 


Said to be the lowest-priced 5-ton - 
Front Boom Crane in the market, 
the new Karri-Go industrial crane 
has a capacity of 5 tons. There are 
four speeds forward up to 14 mph, 
and 1 speed in reverse? An auxili- 
ary reverse transmission is avail- 
able, at slight extra cost, providing 
all the forward speeds for traveling 
in reverse. An outstanding feature 
is the Front Wheel Drive which 
provides full traction at all times, 
under all conditions with or with- 
out load, and assures unimpaired 
easy steering of the wheels at the 
rear. The load rides on a dead axle. 
The crane can climb a 10% grade 
with full load on the hook. The 
unique design of Karri-Go means 
the steering gear is not strained, the 
tires are never overloaded, and the 
operator is untired at the end of a 
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Aetna Plywood & Veneer Davis Plywood Corp. 
Co. Cleveland 11, Ohio 


Chicago 22, Wl. Columbus 15, Ohio 

Grand Rapids 4, Mich. Toleda 2, Ohio 

Soewe. \ , Rochester 7, N. Y. 

adtenapelie 21, ind. =, ic Etred Lumber Co. 
Bass & Co., Charlotte, N. C. 


Inc 
Hopkinsville, Ky. 


Binswanger & Co., Inc. 
Richmond 21, Va. 


Central wee, Sepely Inc. 
Baltimore 2, 


Dalton-Bundy Lbr. Co. 
Norfolk 1, Va. 


orp. 
Jacksonville, Fla. 
New Orleans 13, La. 
Pittsburgh 3, Pa. 


Hallett Mfg. Co., 
Mobile 2, Ala. 


Diamond Hill Plywood Co. 
Knoxville, Tenn. 


Dixie Ptyused Co. 


Atlanta, G 
Miami, Fin 
n Ga. Miami 


1440 Willow Street 
Chicago, Ill 


Good Territories 
Are Still Open 








NEW WALL PANELING FOR 
EASIER SALES and 
BETTER PROFITS 


PLYTEX is the new plywood paneling 
with sculptured beauty that is winning 
nationwide acclaim from builders and 
Dealers report faster and 


ii PLYTEX is available now in '/4" Fir in 
|| standard sizes in interior and exterior 
Redwood PLYTEX available in 
| Yg" 4 x 8" panels. Send for FREE sam- 
j ples, prices, and details of the profit 
building sales program. 


Write or Call Your Nearest 


PLYTEX DISTRIBUTOR 


Krauss Bros. Lbr. Co. 


Florida Plywood Service 
Miami, Fila. 


Florida-Southern Plywood pjynkett-Webster 


Gulf States Plywood Co. Sash & Door & Glass Co. 


Hal Keely Plywood Co. Winde-McCormick Lbr. 


Huttig Sash oJ Door Co. Wholesale Dist. Co. 


PLYTEX CORPORATION 












Tampa |, Fla. 


Milwaukee Plywood Co. 
Milwaukee 4, Wisc. 


McEwen Lumber Co. 
High Point, N. C. 
Richmond, Va. 
Tampa, Fla. 


Lumber Co., Ine. 
New York 54, N. Y 


Richmond 24,’ Va. 


0. 
yee Mass. 


Plywood Corp 
V osirelt 9, Mich. 


12557 Berea Road 
Cleveland, Ohio 








SITKA SPRUCE 
Lumber and Box Shook 


RAYONIER 


INCORPORATED 


LUMBER 





Hoquiam, Washington 
RAIL AND CARGO SHIPPERS 


Formerly operated as the 
Moline, Il. Polson Lumber and Shingle Mills—now the 
Lumber Division of Rayonier Incorporated. 


DIVISION 
P. O. Box 540 
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ECONOMIES ARE BUILT-IN! Shimer circular bits, for ex- 
ample, outwear conventional straight-type bits many times 
. . . give you 3” to 5” of available cutting edge and are 
easy, quick to sharpen with the 
convenient gauge supplied! Also 

. expansion feature gives you 
wider or narrower panel groove 
as required! 





WRITE FOR YOUR FREE COPY OF 
OUR ILLUSTRATED PATTERN BOOK! 








SAMUEL J. SHIMER & SONS, lac. 
10 RACE STREET + MILTON, PENNA. 








Anything in 
West Coast Woods 


Manufacturers of: 
Mouldings 


Furniture Dimension 

Glued-Up Stock 

Industrial Shook 

Venetian Blind Stock 

Ready-to-Assemble 
Furniture Parts 

in. fact, Anything in 

West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 










1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 


PLEASE DIRECT ALL INQUIRIES \ 
TO ANDERSON, CALIFORNIA 
Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 





i;UILDING Propucts MERCHANDISER 








Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for the 
past thirty-five years is providing for current needs of 
today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried Kiln-dried 


Dependable Quality 


QUALITY LUMBER 














HARDWOOD FLOORING 


1) In straight cars or mixed with air 
ak dried Yellow Pine Boards and 
beech Dimension. Best of manufacture. 

Satisfaction that will bring you 
Pp ecan back for more. 


ash ® 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 
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full day’s hard work. For descrip- 
tive broehure write Silent Hoist & 
Crane Co., Dept. AL, Brooklyn 20, 
N. Y. Ask for Bulletin No. 73. 


“Wattled Walnut" 


Wattled Walnut is a colorful type 
of solid walnut boards for use in 
architectural paneling, fixtures, and 
built-in cabinet work. Carefully 
chosen to preserve all the singular 
markings and natural castings of 
walnut, the effect of this wood is 
said to be a room unique in inter- 
est and dignity, informal in at- 
mosphere and completely livable. 
These solid walnut boards are nor- 
mally one inch thick (4/4”), ran- 
dom widths from 5” to 10”; lengths 
from 4’ to 16’. For either new work 
or in remodeling, it is a compara- 
tively easy job to construct wares 
and cabinetwork of wattled walnut. 
For the more common vertical ap- 
plication the random length lumber 
runs heavily to lengths that serve 
the average ceiling height. Accord- 
ing to a descriptive brochure, wat- 
tled walnut is within the range of 
today’s average builder. Write 
American Walnut Manufacturers 
Association, Dept. AL, 666 N. Lake 
Shore Drive, Chicago 11, IIl. 


General Motors 
Exhibits 12 New Trucks 


With all the glitter and glamour 
of an automobile show, GMC Truck 
& Coach Division of General Motors 
recently exhibited representative 
models of its current light, medium 
and heavy duty lines in the Colon- 
nade Room of New York City’s 
Essex House. Sparkling with spe- 


cial paint and chrome trim, 12 
models, ranging from a panel de- 





livery to a giant Diesel, were 
viewed by hundreds of truck own- 
ers and operators. Visitors also saw 
a midget scale model of a GMC 
stake truck, a “talking truck,” an 
animated cutaway of a GMC Diesel 
truck engine and other mechanical 
exhibits. GMC also scheduled sim- 
ilar public showings for the West 
Coast. For descriptive information 








write GMC Truck & Coach Divi- 
sion, General Motors Corporation, 
Dept. AL, Pontiac, Mich. 


Free Turning Inside 
Knob Entry Set 


A free turning inside knob entry 
set, said to be panic proof, is an- 
nounced by Kwikset Locks, Inc. 
The new feature permits exterior 
doors to be opened from the inside 
at all times without going through 
an unlocking motion. On Kwikset’s 
conventional exterior lock the 
thumb key must be turned before 
the door will open. The door re- 
mains unlocked until the thumb key 
is again turned. The free turning 
feature is available on all Kwikset 
exterior locksets at no additional 
charge. The manufacturer sug- 
gests that the new free turning 
knob lockset be installed on the 
front doors of new homes and that 
the conventional thumb key release 
lock be fitted to rear doors. This 
should eliminate the possibility of 
householders and children acci- 
dently locking themselves out while 
using the back entrance for the 
daily chores and play. Write Kwik- 
set Locks Inc., Dept. AL, Ana- 
heim, Calif. 














TRADE-MARK REG. U. S. PAT. OFF. 


oliday Sreetings 


To Our Lumber Dealer Friends and may 
the NEW YEAR be a Prosperous One 


besto 





MANUFACTURING 
CORPORATION 


Michigan City, Indiana 












once in they stay put. 


SCUPPLES COMPANY $s St. 


newtite NAILS 
HAVE 


BULLDOG GRIP! 


They Dig In and Hang On For Life 


We aren't fooling when we say SCREWTITE ALUMINUM 
NAILS make putting on aluminum roofing a pleasure. 
These nails have special screw shanks built to hold and 


As for keeping an aluminum roof water tight you 
can't beat the neoprene washers. They flow into 
the nail hole and seal it up tight and secure 
against any outside moisture seeping in. 


Louis 2, Mo. 
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size of this 
fine nail. 







Manufactured by 
INDEPENDENT NAIL & PACKING CO. 















Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 

















THE A.B. CARROLL 
LUMBER COMPANY 





Manufacturers 
SHORT LEAF PINE 
and HARDWOOD 
LUMBER 


mS 
Boards Our Specialty 
HURTSBORO, ALABAMA 


Phone 66 
WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 














GIVING PARTICULAR 
ATTENTION TO 
REFORESTATION 

















(— 
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OUGLAS F 
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“WEST 


STRAIGHT CARS 
MIXED CARS 


ineluding Lumber. 
Plywood, Doors 


Prompt G Dependable 
Shipment Values 
mc THE GRISWOLD LUMBER Go. q 


Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 








\ AFFILIATED 


MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Annual Cut 
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HURTSBORO OAK FLOORING _— ws 


Manufacturers of High Grade 
End Matched Oak Flooring 
in 25/32 and 1/2 in. ZA 








Members 
of 
NOFMA 


We are in a posi- 
tion to ship Oak Flooring and 
Air Dried Yellow Pine Boards 
in the Same Car. 


PLANT AT 
HURTSBORO, ALABAMA 
Phone 69-3 














Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, ie J 





QUALITY  F-M ) SERVICE 


--- Serves 
the Dealer Right! 


You have a perfect right to expect 
your distributor to help you order, 
sell and profit—and here’s how 





PANELYTE 
PLASTIC LAMINATES 


MENGEL Fiddes-Moore can help you: 
FLUSH DOORS 
Order what you need from com- 
ARMSTRONG 


plete stocks of Plywood, Doors and 
Building specialties. Select from na- 
tionally advertised, top quality prod- 
ucts that require less selling effort. 
Buy with a positive guarantee of sat- 
isfaction. 

You get personalized, cooperative 
service on every order, large or 
small. Every item is twice inspected 
and carefully packed so you get 
HARDWOOD AND correct quantities in perfect condi- 
FIR PLYWOOD tion. 

Yes, Fiddes-Moore serves the 


BUILDING PRODUCTS 


CHROMTRIM 
METAL MOULDINGS 


DOUGLAS FIR DOORS 


BAYLAUN 
PHILIPPINE MAHOGANY 


MONSANTO 
PRODUCTS 








OVERHEAD 3 
GARAGE DOORS dealer right! How can we serve you? 
y 
WESTBILT Send for Price-O-Gram—If you're not on 


our mailing list send us your request to 
receive regular issues of our stock list 


Fiddes-Moore & Company 


4950 State Line Ave., H d, Indi 
Telephones: SOuth Chicago 8-9223 (Chicago) Russell 2350 (Hammond) 


KITCHEN CABINETS 
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J.D. ANDREWS, SR. 


Opens San Francisco Office 


Jesse Andrews, Sr. has had twenty-nine years’ experience in the 
wholesale and retail lumber business. He is the former president, 
and now director—Andrews Lumber & Mill Co., Jacksonville, IIl., 
and the third generation in the lumber business. 


Call Jesse D. Andrews, Sr. tor genuine Tidewater Red Cypress, 
yellow pine, fir, redwood, white pine, plywood, hardwood, 
red cedar shingles—whatever your needs in forest products— 
we can serve you BEST! 


J. D. Andrews, Sr. Lumber Co. 


Wholesale & Retail Forest Products 


681 Market St. San Francisco Yukon 2-4182 


Inquiries Solicited from All Retail Lumber Dealers 








SEASON’S GREETINGS 


Cae ae ee ae 


Woonirp Waker Bowen, te. 


Band-Sawn 


SOUTHERN HARDWOODS @ CYPRESS ® PINE 
and OAK FLOORING 


Shreveport 94, La. 
































December 17, 





“Cushiontone" Fiber Tile Has 
Washable Paint Finish 


Cushiontoneé, the perforated fiber 
tile acoustical material manufac- 
tured by Armstrong Cork Com- 
pany, will now have a_ washable 
paint finish, according to an an- 
nouncement by the company. The 
new finish will consist of two coats 
of resin oil emulsion paint which 
meets the Federal Specification for 
washability. No change has been 
made in the white shade of the ma 
terial, according to the announce- 
ment. Write Armstrong Cork Com- 
pany, Dept. AL, Lancaster, Pa. 


“The Keystone System" 


The Keystone System is a com- 
plete guide for the application of 
siding and surfacing materials 


- where open mesh steel reinforcing 


is required. In preparing this 
manual, leading contractors and 
on-the-job tradesmen were con- 
tacted to determine the most prac- 


, 
KEYSTONE — 
SYSTEM 





tical and best-recommended proce- 
dures. Building trade associations 
and other authoritative sources 
supplied additional data. Research 
and tests by the Keystone Steel & 
Wire Company also served as 
valuable sources of information. 
Included in the table of contents 
are modern concrete stucco, Key- 
stone System of stucco applica- 
tion—stucco overcoating, plaster 
reinforcing and other applications 
of Keymesh reinforcing. The man- 
ual is attractively illustrated and 
easy to read; step-by-step instruc- 
tions are followed by detailed pro- 
cedures. In Step IV (Section 
Two), for example, four pages are 
devoted to illustrations and ex- 
planations for obtaining various 
stucco finishes. Write Keystone 
Steel & Wire Company, Dept. AL, 
Peoria 7, Ill. 
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and a Happy New Year 


ANGELINA HARDWOOD 
SALES COMPANY 






Our new conditioned 
storage shed 


Solid & Glued-up Dimensions 
Moulded to Pattern 


P. 0. BOX 1020, LUFKIN, TEXAS 














ra 


WN Lumber Co. 


OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P.O. Box No. 85 

Great Neck, L. I., Crystal Lake, Ill. 
New York 


Member Western Pine Assn. 


3M gL 
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Merry Christmas 





To Our Customers and Friends 
Best Wishes for the New Year 





Manufacturers of 


SOUTHERN PINE and HARDWOODS — OAK FLOORING 
STRAIGHT or MIXED CARS 





Our lumber is treated for prevention of sap-stain. It is grade- 
marked and trademarked—your assurance of quality. 





LOUISIANA CENTRAL LUMBER CO. 


Clarks, Louisiana 














GABRIEL! 


A name that has 





Basement Windows 
stood for quality 


and leadership in 
the Home Build- 


ing Specialties 


& 
Coal Chutes 
+. 
Dome Dampers 


field for years. — 


Better Products — . 
Package Receivers 
Profits, * 


Joist Hangers, etc. 


Ash Pit Doors 
a 


Greater 








Ask for Catalog. 


National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 





GAS eR Te L STEEL COMPANY 





43700 Sherwood, Detro/t /2. Mich. 
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Announces Two New 
Doorway Canopies 


Skyway, illustrated at top above, 
is suited for front doors, side 
doors, back doors, garage doors, 
cottages, etc. It has leak-proof 
flashing attachment. Of sturdy alu- 
minum construction, the canopy 
measures 48” wide, 32” deep and 
10%.” high; comes _ packaged. 
Baked enamel finish is available in 
green, red or blue roof and white 
sides. Westwind, the gable-style 
canopy also shown here, is space- 
saving and cost-saving ... KD 
package. It is easily installed in a 
matter of minutes. The canopy is 
all aluminum with baked enamel 
finish in a choice of green, red or 





— 


blue roof and white trim. It meas- 
ures 48” wide, 32” deep, 13” high. 
Shipping weight is 16 lbs. For 
catalog leaflet and prices write 
Fawsco Mfg. Div. of Falls Stamp- 
ing & Welding Co. (formerly Andal 
Mfg. Div.). Address: Dept. AL, 
1701 Front St., Cuyahoga Falls, 
Ohio. 


“Woodwork for Modern Living" 


Theme of New Ponderosa Pine 
Booklet 


Ponderosa Pine Woodwork has 
just produced a 32-page booklet. 
Titled “Ponderosa Pine Woodwork 
for Today’s Home,” it uses dozens 
of illustrations—some in full color 
—to stimulate consumer demand 
for Ponderosa Pine woodwork 
products. According to Ponderosa 
Pine officials, dealers will find it a 
powerful selling aid, while builders 
and architects will use it as a 
source of inspiration and ideas. 
The desire of today’s home owners 
for color—and the adaptability of 
Ponderosa Pine to this desire—is a 
theme which is carried throughout 
the booklet. A comprehensive color 
chart, together with illustrations 
of a room in various color har- 
monies, are included. The booklet 
takes full advantage of the modern 


demand for plenty of windows by 
showing how Ponderosa Pine win- 
dows meet this demand at low cost, 
Another point of emphasis in the 
booklet is centered on the use of 
Ponderosa Pine cabinets to in- 
crease storage space throughout 
the home. There are also sections 
dealing with Ponderosa Pine ga- 
rage doors, with utility rooms, 
storm sash and storm doors, wood 
moldings and woodwork care. Write 
Ponderosa Pine Woodwork, SAL- 
12, 38 S. Dearborn St., Chicago 3, 
Ill. 


New Electronic Moisture 
Register 


Model DC-2, the new electronic 
moisture register, is one of four 
specifically designed instruments 
for testing moisture content in 
wood and wood products. Equipped 
with long-life, low cost batteries, it 
is self-contained in a walnut case. 
Special features are dual range, 
tests from 6% to 28%; microam- 
meter adjustment for extreme ac- 
curacy; direct reading, instant cali- 
bration; complete shielding from 
outside electrical interference; 
temperature correction from 40 to 
240 degrees F; automatic compen- 
sation for voltage and tube varia- 
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New Year 


The Meadow River 


Lumber Company 
Rainelle, W. Va. 
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Re EE RS EE 


ALIFORNIA 


SUGAR & WESTERN 


PINE AGENCY, INC. 
#1 MONTGOMERY ST. 


SAN FRANCISCO, CALIFORNIA 
SUGAR 
sf Be = 


California Ponderosa Pirie 
Mouldings — A: Stock 


Sugar Pine 


Pattern Lumber 
Selects and 


Shop 


~~ ee 
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Now in Our New Larger Modern Plant at 5237 E. —— 


BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Bulld 
BOILERS—5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 
‘SEATTLE BOILER WORKS 


SEATTLE, WASH. 
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~SPECIFIED 


Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 








We can ship straight cars of one length or any specified lengths 
you want. Boards and small timbers of course. Also precision 
trimmed Studs cut to exact length. 






Let us know your needed items. 


\AAR-K ANG MANUFACTURING CORP. 


TIGARD e fe} iteje], | 
Telephones — Portland Line CH. 3330 or Tigard 2301 








precision-engineered 


Caulking Guns and Spouted Cartridges 
Vital Cartridges are filled by leading caulk makers and supplied by dealers 
' 7500 QUINCY AVE. 


| VITAL PRODUCTS MFG. CO. cievetano 4, OHIO ) 


RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 




















Idaho White Pine Ponderosa Pine 
‘ Douglas Fir 

White Fir 
Cedar 














SAW REPAIRS 
We Do All Kinds of Circular Saw Repairing 


Our specialty is cutting down worn out Inserted Tooth Saws 
and making them like new and only a little smaller. We also 
change Solid Tooth Saws to Inserted Tooth. 


We use only Simonds Bits and Shanks in our Repair Work be- 
cause we know Simonds Bits and Shanks make any saw a 
BETTER saw. 


Distance is no Barrier. We have customers in almost every 
tiate, because, after 50 years’ experience we know how. 


J. H. MINER SAW MFG. CO., Meridian, Miss. 


THE ORIGINAL MINER SERVICE 

















es = 
Christmas Greetings 
from the Lone Star State of Texas 


Christmas . . the season of cheer . . of good- 
will toward men, is at hand again. For our com- 
pany, we should like to thank all our customers 
for the business you have placed with us in the 
past year. 


May 1950 bring you prosperity 
all that’s good. 


LACY H. HUNT LUMBER CO. INC. 
J. S. HUNT LUMBER CO. INC. 


Nacogdoches, Texas 
Mills at: Willis and Lacyville, Texas 


. . happiness. . 


Manufacturers, Wholesalers, Exporters 
YELLOW PINE and HARDWOODS 


Serving the Trade 
Since 1906 


Lacy H. Hunt 
Pres. & Gen. Mar. 
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SUPERIOR LUMBER 





FROM “TEAMWORK” METHODS AND 
THE FINEST MACHINERY MADE 











Finer lumber is the result of excellent timber stands, 
plus correct production methods by people who know 
how, plus the latest, most modern machinery. All 
three are combined here to make "Superior Dargan 
Lumber". 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 


Trade Mark Registered 





WRITE Box 406-C for free 
illustrated literature. In- 
quiries are welcome. 


Dargan's Stetson-Ross Planer 
and Matcher is the first such 
installation in the East. 








a 


DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM—DARGAN LUMBER CO.) 


Gang Mill Dry Kilns + Planing Mill CONWAY, S. C. 
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STORM 
SASH 
ADJUSTER 


Open Storm Windows 
with One Hand 
to Any Desired Degree 


Holds sash firmly in strong winds, 
either open or closed ... locks se- 
curely ... remains silent for its 
lifetime. Strong angle formed arms 
are of zine plated steel, bakelite 
Includes right and left 
arm pull and screws. Approximate 


washers. 
retail 65c per set. 


{ Display Models for Dealers 


) Ask your Jobber 


BRASS WORKS, INC 












250 EAST FIFTH STREET 








JOE 
COMFORT 
» a SEZ... 
Here's INSULATION with 


the 
BEST DOLLAR VALUE 


for every home and industrial need— 
UNITED STATES MINERAL WOOL 


In Batts @ Blankets @ Loose Wool 
@ Pouring Wool 








A Proven product for 75 years. 


Available in mixed truck loads and car 
loads. Send for samples and prices to- 
day. ‘Keeps heat where it belongs."’ 


UNITED STATES MINERAL WOOL COMPANY 
South Milwaukee, Wis. Stanhope, N. J. 


Mail Coupon Today! 


United States Mineral Wool Company 
Department S-2! 
South Milwaukee, Wisconsin 


Please send me insulation literature to- 
gether with sample Batts, Pouring Wool, 
and Loose Wool 

Name 

Street 


City Zone State 








ST. PAUL 1, MINNESOTA F 
ENO A ET 














tion. The register operates on the 
resistance principle and is guaran- 
teed for one year. Write Moisture 
Register Company, Dept. AL, 133 
N. Garfield Ave., Alhambra, Calif. 


The “Bunnyhugger" 
for Palletiess Handling 

To pick up loads, the Bunny- 
hugger is maneuvered so that the 
load is between the forks; the op- 
erator manipulates a control-lever 
which causes the forks to grasp the 
load in a pincher-like movement. 
The forks are then lifted and the 
load transported or tiered as de- 
sired. The tilting fork worksaver 


ig 7 











has a capacity of 3,750 pounds, 
travels at 2 miles per hour under 
full load, and the mast tilts a full 
21° in 10 seconds to center the 
load. Overall dimensions of the 
truck, not including forks, are 6734” 
long by 35” wide. Overall mast 
height is 83”, fork elevation 5612”. 
Use of large capacity batteries, 23 
plate lead-acid for example often 
provides two days’ operation of this 
truck without recharging. Write 
The Yale & Towne Manufacturing 
Company, Dept. AL, Chrysler 
Bldg., New York 17, N. Y. 


SEND FOR THESE: 


The November issue of Donley 
Devices, published by Donley Bros. 
Co., shows several interesting fire- 
place installations. Dealers who would 
like to receive this 4-page monthly 
issue regularly should write The 
Donley Bros. Co., Dept. AL, 13928 
Miles Ave., Cleveland 5, Ohio. 


Symons wall-form construction 
system is explained in a new 34-page 
catalog. Illustrations show in detail 
how simply and easily the forming 
system operates. Actual jobs where 
Symons form have been used are well 
illustrated—showing the form in use 
as well as completed foundations. 








Also blue print illustrations and com. 
plete specifications are given—mazte. 
rial and equipment necessary, time 
required and cost figures on actual 
jobs. The manufacturer advises that, 
by sending in plans and specifications, 
you will be furnished a free form 
layout of your job without charge or 
obligation. Write Symons Clamp & 
Mfg. Co., Dept. AL, 4249 Diversey 
Ave., Chicago 39, Il. 


Value Guide for Buyers of '-2', 
Ton Trucks is the title of a 12-page 
booklet describing General Motors’ 
testing and manufacturing facilities, 
GMC all-truck design, and a long list 
of quality, long-life features. Several 
models in the company’s 100-450 
Series are individually illustrated. 
Bpecifications are included for 20 
models. Write GMC Truck & Coach 
Division, General Motors Corporation, 
Dept. AL, Pontiac, Mich. 


Ten Ways of Getting More Work 
Out of Motor Trucks is an interesting 
booklet available from the manufac: 
turer of Servis Recorders. “When 
was your truck busy, when did it 
stand idle, and how long?” Accurate 
information in answer to these ques- 
tions is made possible by the Servis 
Recorder instrument fully described 
in the company’s booklet. For copies 
write The Service Recorder Co., Dept. 
AL, 1375 Euclid Ave., Cleveland, 
Ohio. 


How to Plan a Successful Fireplace 
titles Peerless catalog No. BS-12. A 
detailed fireplace construction plan is 
included, together with essentials of 
fireplace construction. Primarily, the 
catalog is devoted to descriptions and 
illustrations of cast iron fireplace 
dome dampers, all steel fireplace dome 
dampers, ash pit doors, ash dumps 
and coal windows. A special catalog 
is also available showing Peerless fire- 
place fixtures. Write Peerless Manu- 
facturing Corporation, Dept. AL, 
Louisville 10, Ky. 


Handbook of Recommended Spe- 
cifications for Lathing, Furring and 
Plastering. The second edition of this 
Handbook incorporates a number of 
changes and additions to the first 
edition published last March. Com- 
piled by Erwin M. Lurie, C. E., with 
the aid of contractors and journey- 
men of the lathing and plastering 
industry, these specifications repre- 
sent the considered recommendations 
of men of long and varied experience. 
They are intended to produce durable, 
attractive and economical plastering 
in every part of the United States. 
For this reason they provide for vari- 
ations of considerable magnitude in 
climate and custom, and of the types 
of lathing and plastering materials 
locally available in various parts of 
the country. Copies may be had at 
50c each. Write National Foundation 
for Lathing and Plastering, Inc., Dept. 
AL, 173 W. Madison St., Chicago 2, 
Ml. 
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‘SIMS LUMBER CO. 


SELMA, ALABAMA 
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NEWMAN BROTHERS, Inc. Sawmills — Braeside and Temagami, Ontario 


Dept. A-L Cincinnati 3, O. MEMBERS N.W.L.D. Assn. 


JAMES W. SEWALL COMPANY 


Consulting Foresters 














‘eplace 
12. A 
lan i8 
als of 
ly, the 
ns and 
eplace 
» dome 
dumps 
atalog 
ss fire- 
Manu- 

AL, 














MAIN OFFICE: 


OLD TOWN, MAINE 





quantity prices and sample on request. 


A ONE COLOR PRINTING SIZE— 1%" x 5/32” x 36” A . Phillips & Benner 
g and SHAW SUPPLY CO Ruttan Block, Port Arthur, Ontario 
of this V A V 


S Get your yardsticks direct, $54.40 per 1000, 
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ber of Dept. AL-3 Box 1206 Established 1910 
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ude in e substantial cash dividends 

) types Are in Position to Make Prompt Shipments * trained engineers 

terials - P P e more than 80 branch claim offices in U. S. 
rts of and Canada 


rate THURSTON LUMBER CO. LTD. 
, Dept. Wholesalers and Manufacturers Lumbermens .W44ua ww 


AL 3 Metropolitan Bidg., VANCOUVER, B. e. Operating in New York state as (American) Lumbermens Mutual Casualty Company of illinois 


James S. Kemper, chairman H.G. Kemper, president @ Mutual Insurence Building, Chicogo 40 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufactu rers of 
WOUDWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. . 
FURNITURE DIMENSION: 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 



























































































po SPECIALIZE IN BASS. 
— AND PONDEROSA 
= + OTHER NORTHERN 

ARDWOopDs AVAILABLE. 









































WOODWAY quality, 
means % 
Extra Profits 


for YOU 


“The Good Way to Buy 
A RYAOID IIL 






































































( Here's the one that \ 


WON'T SHRINK 


This modern plastic in 
| powder form makes 























lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 

















WILL NOT SHRINK’ 
STICKS AND STAYS pijy 
amin, 




































Most dealers report: 4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 














: ©) DONALD 
DURHAM 










































Durham’s Rock- Pag seg 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
























































































































Fairfield Re-elected President of 
Insulation Board Institute 


M. C. Fairfield of Minneapolis, gen- 
eral sales manager of the Insulite 
Division of the Minnesota and On- 
tario Paper Co., was re-elected presi- 
dent of the Insulation Board Institute, 
trade association of the insulating 
board manufacturing industry at the 
annual meeting, November 15, held in 
Chicago, Ill. 

D. D. Crandell, National Gypsum 
Company, was elected vice-president, 
with the following elected as direc- 
tors: E. C. Faulkner, United States 
Gypsum Company; J. Z. Hollmann, 
Flintkote Company; W. R. Wilkinson, 
Johns-Manville Sales Corporation; D. 
M. Pattie, Wood Conversion Co. and 
Marvin Greenwood, Celotex Corpora- 
tion. 


New Corporation Announced 


For the past 37 years, the Consum- 
ers Independent Lumber Company, 
Spirit Lake, Iowa, has operated as a 
corporation under a charter granted 
by the state of South Dakota. Under 
a “tax free’ reorganization, a new 
Iowa corporation known as Consum- 
ers Lumber Company will acquire all 
the assets and assume all the liabili- 
ties of Consumers Independent Lum- 
ber Company. All transactions, effec- 
tive December 1, will be in the name 
of the new company. There will be 
no change in stock ownership, man- 
agement, or operating policies. 

A. L. Atchison of Arnolds Park, 
Iowa, has leased his yard to Consum- 
ers Lumber Company under a long 
period contract. Oscar F. Lindquist, 
sales manager, will supervise the op- 
eration of this yard until such time 
as a manager is appointed. 


Crittall Announces 
Change of the Corporate Name 

Crittall-Federal, Inc., manufactur- 
ers of metal windows and doors in 
Waukesha, Wis., has announced 
change of the corporate name of the 
company to Crittall Inc. The purpose 
of this change, as announced by the 
board of directors, is to create brevity 
and simplicity in the use of the com- 
pany’s official title. No change of or- 
ganization, personnel or policy is in- 
volved in this change; Crittall Inc. 
continues manufacture of the same 
products as formerly. 

In 1938 the Federal Steel Sash Co. 
purchased the Crittall Manufacturing 
Co. of Washington, D. C. and moved 
key personnel and equipment to Wau- 
kesha, Wis. At that time the com- 
pany’s name was changed to Crittall- 
Federal, Inc. to indicate the merger of 


Yames in the News 


two companies and two lines of 
products. The company directors feel 
that the use of that name has now 
accomplished the purpose of inform- 
ing the building trade of the merger 
and the company has established it- 
self and its products to a point where 
the name can now safely be changed 
to the simpler and more attractive 
Crittall Inc. 


Buffalo Better Homes Exposition 


Philip N. Fleck, president of the 
Buffalo Better Homes Exposition, 
Inc., has announced that the 1950 ex- 
position will be held from April 22nd 
through the 29th at the 174th Armory 
—and will again be sponsored by the 
Buffalo Real Estate Board Inc., and 
the Niagara Frontier Builders Asso- 
ciation, Inc. All exhibits will be open 
daily from 5 to 11 P. M.—and from 


1 to 11 P. M. Saturdays and Sundays. 


National Distillers’ Ozark 
Forest Certified as Missouri 
Tree Farm No. 1 


National Distillers Products Cor- 
poration, owner of Pioneer Forest in 
southeast Missouri, believed to be the 
largest privately managed forest of 
hardwoods in this country, has re- 
ceived the top award in tree con- 
servation from the Missouri Conser- 
vation Commission by the certifica- 
tion of Pioneer as Missouri Tree 
Farm No. I. The award is the first 
to be made in Missouri. 

According to the award, the 86,000 
acre forest of white oak in the north- 
east section of the Ozarks is “being 
adequately protected from forest 
fires and managed in a manner which 
will assure continuous production of 
commercial timber crops in accord- 
ance with forestry practices approved 
by the Commission.” 


Number of Forest Fires 
Dropped 13 Percent in 1948 


The number of forest fires in the 
United States dropped 13 percent dur- 
ing the calendar year 1948, according 
to an announcement by Lyle F. Watts, 
chief of the forest service, U. S. Dept. 
of Agriculture. In 1947 there were 
200,799 fires as compared with 174,- 
189 last year. 

Heartening, too, was the report 
concerning acreage burned. During 
1947 some 23,225,932 acres of land 
were swept by flames while last year 
approximately 16,556,780 acres were 
thus devastated—a reduction of 29 
percent. 

Weather conditions last year kept 
the fire darger favorably low, along 
with increasing awareness on the part 
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Forest, Miss. 


SPECIALIZING IN 


Quick Shipments of straight and Mixed Cars of 
both 


KILN-DRIED AND AIR-DRIED 
YELLOW PINE BOARDS 
DIMENSION AND SHED STOCK 


Also 
Southern Hardwoods 
Through your Wholesaler or Commission Man 








Wishing You 


...-+« A Merry Christmas 
.... A Happy New Year 


ARTHUR V. CHARSHEE & SON 


Wholesale and Commission 





Lumber and Timber Products 
818 Gorsuch Ave., Baltimore 18, Md. 

















AUTOMATIC 
GA UGS 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 








Merry Christmas 
Happy New Year 
To Every One -- Everywhere 


ca 


Kirby Lumber Corporation 


Houston, Texas 

















C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 
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_ PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
Mor the woodworking industry. 


(Zz ee V4 


wa iia ceeaddl 


-TAYLOR-STILES & CO. 


Riegelsville, New Jersey 


els SRB BT 3 


Western Agents: 


Hall & Brown, W. W. Machine Co., St. Louis, Mo. 








Nothing conveys an impres- 
sion of quality and prestige 
more readily than a perfect 
business card designed by us. 


A letter from you will bring 
an assortment of the business 
cards we have made for others. 





THE JOHN B.WIGGINS Co. 





640 So. Federal Street, Chicago 5 
































-L. A. L. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operatizn 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 
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Red Cedar Closet Lining 
Guaranteed 90% Red Heart or Better 


Only SUPERCEDAR is of 100% oil content 
the same uniform hig : 
quality standard that Suggest Cedar Lined 
guarantees every Closets to Every Home 
Builder. There is 


package to contain 
Nothing Better than 


90% Red Heart or 
better, and 100% 
BROWN | 


oil content 
which produc- 
es the pleas- 














ing aroma. CLOSET NG 
SEALED — _— 
PACKAGED More home builders are 


ecifying cedar lined 
closets today than ever— 
and Brown’s SUPERCEDAR 
is nationally advertised to 
thousands of new home pros- 
pects,architects and builders. 
SUPERCEDAR closet lining is 
surfaced, tongue and grooved, 
ready to put on with no waste. 
Packaged and sealed with the 
Geo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 
GEO.C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


LABELED 





STOP! 


Slaving Over 
Your Drawing Board 





Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way" Re-draft- 
ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 
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of Americans that nine out of ten 
fires are man-caused and can be pre- 
vented. Some 99,531,000 acres of 
land, mainly in 11 southern states, are 
without forest fire protection. 


Oliver Knode Named 
U. S. G. President 


The board of directors of the 
United States Gypsum Company, at 
their November meeting, named Oli- 
ver M. Knode to the office of president 
which was then vacant. This appoint- 
ment insures a continuation of the 
company policies of quality produc- 
tion and dealer service that have 
made U. S. G. one of the leading 
manufacturers of building materials. 
Mr. Knode has had a leading position 
in the formulation of those policies 
over a long period of years. 

Mr. Knode started his career fifty- 
two years ago in the gypsum mill at 
Oakfield, N. Y., which later became a 
part of the United States Gypsum 
Company. In 1902 he was transferred 
to the Operating Department at the 
Chicago Office. He held various ex- 
ecutive positions in that department 
becoming Vice-president in Charge of 
Operations; from 1931 to 1936 Ex- 
ecutive Vice-president; from 1936 to 


1942 President; and from 1942 to 
1949 Chairman of the Executive 
Committee. 





Rich Farm Building Market 


(continued from page 60) 


bulk of farm building business will 
result from advertising and can- 
vassing. 

In the future, I think we will see 
more housewarmings in farm 
neighborhoods when new homes 
are built or remodeling jobs fin- 
ished. Such projects will be in- 
stigated by dealers. There will be 
more demonstrations of paint, in- 
sulation, custom-built kitchens and 
other building material. Such dem- 
onstrations will be in the yard and 
on the farm too. There will be 
farm meetings where films will be 
shown and talks will be given on 
the subject of building. 

Display of small farm buildings 
will be common in and near build- 
ing supply yards. More newspaper 
advertising will be taken than ever 
before; the same with direct mail. 
As I see it, building material deal- 
ers will more and more adopt those 
ideas which have proved successful 
for farm equipment dealers. It will 
mean more sales effort and more 
advertising expense, but the rich 
farm building prize will be more 
than worth the effort. 

Thar’s gold in them hills . 
for building material dealers who 
will go after it. 





December 


17, 1949, AMERICAN LUMBERMAN & 





Companies Announce 


George I. Fischer was named man- 
ager of Tekwood Division, United 
States Plywood Corporation, E. J, 
Maroney, sales manager, announced, 
Tekwood is a laminated panel of 
hardwood veneer faced on both sides 
with cylinder kraft paper. Mr. Fisch- 
er was for four years manager of 
the company’s Boat-shape Division, 
and previously was field engineer in 
the Chicago branch. 













Paul M. Smith was recently named 
general sales manager of The Wheel- 
er Osgood Company, manufacturers 
of doors and plywood. Mr. Smith is 
also secretary of the concern, and has 
had some 20 years of experience with 
the company in Tacoma as well as in 
Myrtle Creek, in all phases of the 
firm’s operation. He will make his 
headquarters in Tacoma, Wash. 















Douglas G. McNair has been named 
general manager of Temple Lumber 
Company, with general offices in 
Houston, it was announced by Arthur 
Temple, Texarkana, president of the 
retail building materials concern 
which operates 32 lumber yards in 
Texas. William C. Hinkle, also of 
Houston, has been promoted to the 
position of assistant general manager 
of yards. 













Noland Company of Newport News, 
Va., has been franchised as a distribu- 
tor for Westinghouse water heaters, 
the Waste-Away garbage disposer, 
dishwasher, water coolers, and fans, 
according to A. R. Heck, merchandise 
manager of plumbing and heating dis- 
tribution for the Westinghouse Elec- 
tric Appliance Division, Mansfield, 
Ohio. The Westinghouse line will 
be handled by the 22 branch offices 
of the Noland Company that serve the 
eastern Seaboard from Washington, 
D. C., to Jacksonville, Fla. 









Duncan A. Brownlie has been ap- 
pointed industry manager of Reyn- 
olds Metals Company Building Prod- 
ucts Division, according to an an- 
nouncement of W. G. Reynolds, vice- 
president. Mr. Brownlie has _ been 
regional manager for the Building 
Products Division on the West Coast 
with headquarters at San Francisco. 
He will take over his new duties in 
the Reynolds Metals Company offices 
at 2000 South 9th St., Louisville, Ky. 


John A. Proven was named vice- 
president in charge of sales of the 
Porter-Cable Machine Company, Sy- 
racuse, N. Y., DeAlton J. Ridings, 
president of the firm announced. Mr. 
Proven joined the firm a year ago 
as general sales manager. Previously 
vice-president and sales manager of 
the Sterling Tool Products Company 
of Chicago, he is widely known in in- 
dustrial distribution circles. Mr. 
Proven will be responsible for the 
company’s four nationally distributed 
lines: Speedmatice portable tools, 
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yuild electric tools, Floor Machines, 
and Industrial Grinders. He _ will 
also direct the distribution of the 
products of two other companies 
which have been purchased by Porter- 
Cable since Proven joined the con- 
cern. These are the Unit Electric 
Company’s line of Routers, Shapers, 
electric Planes, and Mortisers; and 
Sterling Tool Products Company’s 
line of electric sanders. All of these 
products will be marketed through 
the same channels as the rest of 
Porter-Cable’s products. 


Robert B. Taylor, Newark, Ohio, 
has been appointed director of re- 
search of the new Structural Clay 
Products Research Foundation, it was 
announced by E. F. Plumb, chairman 
of the Foundation. Mr. Taylor is at 
present Assistant Director of Re- 
search for Owens-Corning Fiberglas 
Corporation. He will take over his 
duties, with headquarters in Wash- 
ington, D. C., on January 2, 1950. 


Harry J. Riether has joined The 
Rapids-Handling Equipment Company, 
Inc. of Buffalo as sales engineer, Virgil 
Owen, manager, announced. Mr. 
Riether will market the complete line 
of Rapistan material flow equipment 
which includes gravity and power belt 
conveyors, hand trucks, floor trucks 
and flame-hardened industrial casters. 
He recently returned from Grand 
Rapids, Mich., where he attended a 
Rapids-Standard Company, Ine. sales 
and engineering conference, during 
which emphasis was laid on complete 
system application of Rapistan equip- 
ment. His territory includes west 
Buffalo, Kenmore, Tonawandas, Ni- 
agra Falls, Lockport, Medina and 
Albion. 


The Lowe’ Brothers Company, 
paint and varnish manufacturers, 
Dayton, Ohio, announces the appoint- 
ment of two men to fill district sales 
managers’ posts in the Southern dis- 
trict, Atlanta, Georgia, and_ the 
Southwest district, Kansas City, Mo. 
W. D. Moore, who has been manager 
of Lowe Brothers specialty sales de- 
partment for the past two years, has 
been promoted to district sales man- 
ager in the Southwest district. T. H. 
Hollimon, who had been serving in 
the capacity of division manager of 
the Pacific division, has been pro- 
moted to district sales manager for 
the Southern district. 


teorge H. Fitch was made manager 
of stores for Devoe & Raynolds Com- 
pany, including the Wadsworth, 
Howland and Peaslee-Gaulbert Divi- 
sions. He succeeds F. H. Appleton. 
Mr. Fitch will make his headquarters 
in New York. 


Mark A. Miller has been appointed 
Sales representative of the Stamford 
Division of The Yale & Towne Manu- 
faci‘uring Company for Yale locks, 
builders’ hardware and door closers 
In the states of Virginia, West Vir- 
ginia, and Kentucky. Mr. Miller’s 
appointment as sales representative 
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in this territory brings him back into 
an activity to which he has devoted 
most of the 30 years he has worked 
with Yale & Towne. He has served 
the company in many capacities, both 
in sales and management, and for 
many years represented Yale & 
Towne as sales representative in many 
territories in the United States. 


James. Green, one of the nation’s 
top glass manufacturing executives, 
has retired after 47 years’ service at 
Pittsburgh Plate Glass Company’s 
large plate and automotive safety 
glass producing plants at Creighton, 
Pa. Mr. Green has served as super- 
intendent of Pittsburgh’s Works No. 
1 at Creighton since 1940. He joined 
the firm at Creighton in 1902 as a 
“booker” and three years later was 
appointed assistant superintendent, a 
position he held for 35 years. 


The Kemper Insurance Fleet of 
seven companies recently celebrated 
the thirtieth anniversary of its East- 
ern department and the twenty-fifth 
of its New England department. The 
seven Kemper companies are: Lum- 
bermens Mutual Casualty, American 
Motorists, American Farmers Mutual, 
National Retailers Mutual, Federal 
Mutual Fire, American Motorists 
Fire and Excess Insurance Company 
of America. They have more than 
2700 agents and brokers in the Middle 
Atlantic states. 


Obituaries... 


Frank J. Weber, identified with the 
lumber industry all his life, recently 
passed away in Detroit, Mich. Mr. 
Weber was president of the J. F. 
Weber & Co., a business that was 
founded by his father, Joseph F. 
Weber in 1865. 


William C. Garrett, owner of the 
Haslam Lumber Company, Haslam, 
Tex., died while on a deer hunt with 
his wife, son, and friends. He had 
been in the lumber business in Has- 
lam for 19 years. 


George Pilcher, 55, the Texas and 
Southwest representative for Calbar 
Paint and Varnish Co., Philadelphia, 
passed away October 29. He was as- 
sociated with the Calbar company for 
a number of years. 


Robert B. Webb, 71, veteran sales 
representative of the Keystone Steel 
& Wire Company, was killed instantly 
in an automobile accident November 
22, near Bridger, Mont. Mr. Webb 
had been associated with the company 
since 1926, and had been sales repre- 
sentative in the Montana territory 
for many: years. 


Robert C. Corlett, 67, Lansing, 
Mich. lumber dealer, who had been 
president of the R. J. Corlett & Sons 
lumber firm in Lansing for 28 years, 
died November 10 in a Detroit hos- 
pital. Mr. Corlett was one of the four 
sons of R. J. Corlett, pioneer Hills- 
dale (Mich.) lumber dealer. 














ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6& Building Products 
Merchandiser is published every other Satur- 
=~ It publishes the ay strictly classi- 
fied advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days ge date of pub- 
lication. Advertisements are set in uniform 
6 point ~- No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
= —— commission or cash discount 
owed. 





Terms — Cash With Order 


Minimum Charge §2.00 
Rates: 


1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
x word for each insertion. 
um charge of 35c per line. 
For advertisements bearing box number count 
five extra wo: There are approximatel: 
5 words to a line and when less are specifi 
er used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


26 Times — 7c 








HELP WANTED 








MILLWORK ESTIMATOR 
Want to employ experienced Millwork Esti- 
mator, and Detailer and Biller. Must be good. 
nm Address Box V-56, American Lumber- 
man, Inc. 





BOOKKEEPER WANTED 


Large Florida Retail Lumber Company wishes 
to employ experienced bookkeeper. Give age. 
send references. and record of employment. 
Address Box V-55 American Lumberman. Inc. 





WANTED: REPRESENTATIVES 


Established manufacturer of successful com- 
bination sash balance and weatherstrip de- 
sires add several responsible sales repre- 
sentatives now calling on millwork plants 
and retail and wholesale lumber dealers with 
planing mill facilities. Exceptional oppor- 
tunity. Please state territory interested in. 
=" Box W-30, American Lumberman. 
nc. 





Grade and Tallyman, experienced in Hard- 
woods and ite Pine. ERT B. LOWRIE 
LUMBER CO., 14541 Michigan Avenue, Dear- 
born, Michigan. 





Man wanted, capable egg | small home 
plans, taking material list, office work and 
counter trade. State age, salary and qualifi- 
cations. uburban Chicago. Address Box 
W-49, American Lumberman, Inc. 





Lumper Salesman, experienced, young 
(25-35), wanted by wholesale lumber com- 
pany to call on Industrial Accounts in Mich- 
igan. Salary plus expenses. Write fully on 
Past experience. Can start immediately. Ad- 
dress Box W-42, American Lumberman, Inc. 
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HELP WANTED 








MANAGER FOR RETAIL YARD. Prefer man 
35 to 45 years old, must be fully qualified to 
handle phases of the business, sober and 
a hard worker. Opening available January 
1, 1950 or earlier if desired. Address Box 
V-29, American Lumberman, Inc. 





DETAILER AND BILLER 


We need an experienced Special Millwork 

Detailer capable of handling large buildings 

and Churches. Excellent opportunity for the 

right man, who wishes to locate in Minne- 

. Write Box T-55, American Lumberman, 
c. 





WANTED 


MILLWORK SALESMAN wanted by New York 
jobber. State qualifications, experience and 
references. Replies confidential. Address Box 
V-38, American Lumberman, Inc. 





We are looking for .an experienced retail 
lumberman for estimating and sales develop- 
ment. Satay and bonus in line with results. 
Write us fully regarding experience, quali- 
fications and salary expected. 
MARQUETTE LUMBER CO., INC. 
306 S. Notre Dame Avenue 
South Bend 22, Indiana 





WANTED 
MANUFACTURERS’ REPRESENTATIVES 


to list their names with us. We are havin 
constant calls from manufacturers of bert ome 
building products and machinery for quali- 
fied representatives to sell the wholesale and 
retail lumber dealer and sash and door trade. 
Manufacturers agents interested in taking on 
oiatonal lines should write us at once, 
stating— 


l. Experience. 
2. Territory covered. 
3. Types of products now handled. 
4. Types of products sought. 
AMERICAN LUMBERMAN, . 
139 N. Clark St., Chicwnc 2, Il. 





Wanted—Experienced grade Sawyer to oper- 
ate 7 ft. band saw. New pars mated. nr Sostted 
northwestern part of Illinois. Must give good 
nee = / grade pg od of hard woods. 
pay high wages for right . Add 
Box W-22, American Santbotmen. Inc. wae 





Wanted—Gang Edger man. Must have knowl- 
— of — on ae wert Good wages 

man that can qualify. -33, 
American Sucibesmen, a pesituiiaies 





WANTED: Pittsburgh Wholesaler wants expe- 
ape salesman to = Industrial Trade. 

ge, experience and sala ted. 
Address Box W-34, American Goadlicomin fos. 





Salesman. _ Must have some experience in 
Western Pine and Fir to call on industrial 
and yard trade in Chicago and Northern 
Indiana. $300.00 per month drawing account 
— ae gyn » New car furnished. State 
and experience in letter. Address 
W237, American Lumberman, Inc. -— 





Salesman to assist manager wholesale lum- 
ber softwoods Chicago and surrounding area. 
Prefer man with industrial following now em- 
prored and :— Bed a@ year or more. 
e age and qualifications in letter. Ad 
Box W-38, American Lauibeonen. ee. —_ 





WANTED: Experienced lumber yard manager 
in Detroit area. Good community—well estab- 
lished ard—living conditions best. Man must 
7. _ dle- . ood a have good 
its, goo ackground. B No. 
-31, American Lumberman, = nies 





Help Wanted 
DETAILER & BILLER: established firm needs 
competent man to make shop drawings for 
Special Millwork. This is a permanent job 
with 50 year old company in Ottawa, Illinois. 
When poriying give full information about 
ee ag Ss. ERS BROS. MFG. CO., Ottawa, 
ois. 
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HELP WANTED 


USED MACHINERY WANTED 








Single man as demonstrator of wall covering 
material. Must have neat appearance and 
car for traveling. Sales experience helpful. 
State age and qualifications. Address Box 
W-41, American ‘Toubeuee Inc. 





Wholesale Lumber Conon. with distribu- 
tion yard, well rated in estern Michigan 
desires young (25-35), experienced salesman 
to locate in vicinity of Cadillac and Mt. 
Pleasant to call on lumber dealers in 
Northern Michigan. Must have good car and 
plenty of drive and ambition. Excellent salary 
plus all expenses. This is an opportunity for 
a bright future. Please write fully. Address 
Box W-43, American Lumberman, Inc. 


WANTED: Experienced hardwood whole- 
saler for Chicago and vicinity. Excellent op- 
portunity; no investment. 

Mr. Chas. Gill 
1811 Pratt Blvd. Chicago 26, Ill. 








Position wanted—Lumber salesman, whole- 
sale or retail—26 years European importing 
and exporting experience. Address Box W-47, 
American Lumberman, Inc. 


SITUATIONS WANTED 


Experienced lumber salesman wishes to make 
direct mill connections with manufacturers of 
West Coast, Yellow Pine and Graded Hard- 
wood products. Commission basis = 
Covering Northwestern Ohio and New York. 
Address Box W-39, American Lumberman, 
Inc, 

















Lumber salesman covering New England area 
selling larger industrials and yards hard- 
woods and white pine, many years with 
large manufacturer, now sawed out heavy 
timber, open for position salary or commis- 
sion. Address Box W-40, American Lumber- 
man, Inc. 


ACCOUNTANT desires executive position with 
wholesale or retail company. 25 years lum- 
ber accounting experience, all phases. Age 
45, clean cut, thoroughly competent. Prefer 
middle west. Write Box No. V-52, American 
Lumberman, Inc. 








Manufacturers’ Representative 
covering Chicago and vicinity, wants un- 
finished kitchen cabinets, wall cabinets and 
furniture lines. Address Box W-20, American 
Lumberman, Inc. 





Experienced young assistant manager wishes 
to advance to manager of small yard with a 
future. Drafting and estimating experience. 
ambitious and willing to work. Address Box 
W-48, American Lumberman, Inc. 





Experienced retail lumberman, 32 years old. 
good background, desires to make change 
January Ist. Prefers salary and profit shar- 
ing or bonus plan. 12 years experience. Ad- 
dress Box W-45, American Lumberman, Inc. 





Experienced buyer and seller of yellow pine 
wishes to open up yellow pine wholesale de- 
partment with mill or hardwood wholesaler. 
Must be willing to do business on a large 
scale. Address Box W-46, American Lum- 
berman, Inc. 





Experienced man seeks permanent position in 
New England. Twelve years experience in 
wholésale and retail lumber operations. Can 
handle books and able to sell builders, in- 
dustrials, or over-the-counter. Excellent trade 
references, sala secondary. Address Box 
W-50, American Lumberman, Inc. 


‘WANTED TO BUY — 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 

















STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 


MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





Any one having knowledge of present 
whereabouts of Irving Vernon Black, roofing 
and siding contractor, one time resident of 
State of Montana, please write to Box W-25, 
American Lumberman, Inc. 


Wanted—49"" endless bed 3 drum sander. 
State condition and price. Milwaukee Sales & 
Mfg. Co., 1718 N. Ist St., Milwaukee 12, Wisc, 





Wanted to Buy 
Rebuilt Double End Tenoner in Top Condition, 
Mail price and ayy 
HURD-MOST SASH & DOOR CO. 
Dubuque, Iowa 





10 or 12 two wheel lumber buggies either 
wood wheels or iron wheels. Grayson Lum. 
ber Company, Birmingham, Alabama. 


LUMBER & DIMENSION 
WANTED 














Western Pine Producer wanted by manu- 
facturing agent covering lumber dealers in 
arts of New York and Connecticut. G. J. 
omano, 21 Haines Boulevard, Port Chester, 
New York. 





WANTED 
Appalachian Hardwoods, send lists. 
Penna. Lumber & Post Co., Inc. 
Hyndman, Penna. 


BUSINESS OPPORTUNITIES | 














Successful experienced manufacturer's agent 
covering entire territory west of Mississippi 
River for large eastern manufacturer see 
additional kindred line to sell to wholesale 
jobbers of building materials. Prefer line of 
window and door units, cabinets, moldings, 
etc., but will consider any oriented volume 
line. Territory completely established and 
only calling on top-rated jobbers. Commis- 
sion only. References exchanged. Address 
Box V-45, American Lumberman, Inc. 





FOR SALE—BY OWNER 


Profitable, aggressive, hardwood firm. Ideal 
middlewest location. eee | yard— 
kilns—heated lumber storages—modern saw- 
mill—boiler plant—olffice building—land. In- 
ventory optional. Equipment excellent con- 
dition. Established half century—going op- 
eration—never offered before—owner retit- 
ing. Seasoned personnel will stay on. Price 
open, reasonable. Earnest buyer and owner 
will appraise. Reply Box DKB, c/o American 
Lumberman, Inc. 





To manufacturers of Lumber or Millwork: 
I will intelligently represent you to the whole- 
sale, industrial, or retail trade, straight com- 
mission without draw. Twenty years success- 
ful merchandising experience. Am opening 
sales office at Erie. Pa. Cover Western Penn- 
sylvania, Western New York and Northeast- 
ern Ohio. References and credentials fur- 
nished to those interested. H. L. Davis, Box 
26, Bedford, Penna. 





We would like to contract for the output of 
a Band Mill cutting Southern Hardwoods. 
We will finance your lumber on your y 
green from the saw. 

Midland Valley Lbr. Co., 508 N. Grand Ave» 
St. Louis 3, Mo. Telephone, FRanklin |! 


~ BUILDING PAPER FOR SALE 











To Lumber Dealers Only 
Write for samples & prices 
Hosking Paper Co., Wilmette, Ill. 





WANT TO SELL OR BUY 
LUMBER 


MACHINERY 
EQUIPMENT 


You'll find your best market 
among American Lumber- 
man Buil Products 
Merchandiser's 22,000 
readers. 


The cost is low—10 cents 
er word — $6.00 per inch — 
ess for consecutive inser- 

tions. 


To reach the next issue mail 
your copy now to: 


AMERICAN LUMBERMAN 


ic. 
139 North Clark Street 
Chicago 2, Ill. 


December 17, 1949, AMERICAN LUMBERMAN © 


DC HEYER 





